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CAN YOU SELL HER 
NEXT SEASON AND NEXT AND NEXT? 


This style-wise, new-deal moderne, com- 
pletely aware of what she wants in a shoe 
—style, fit, wear and medium price—still 
wonders whether it's thrifty to pay $5 or 
$6; and there are millions of women just 
like her. Of course she can get style in any 
grade, but she wants “smart” shoes that fit 
perfectly and wear well. Otherwise she 
won't repeat season after season. Twee- 
dies are deliberately styled and carefully 
made for this smart trade. Your service of 
selection and fitting will yield a greater net 
profit if you feature Tweedies. Tweedie 
Footwear Corporation, Jefferson City, Mo. 
Shoemakers since 1874. 











Style No. 1220 is one of our early fall pat- 
terns—for street wear. It is typical of the 
new vital spirit that is swinging business 


“Sue to Tweedie’s dealers month after month 


a4. 6.8 FOOTWEAR 


When writing advertisers please mention Boot and Shoe Recorder 
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IXED clearances. News comes 

from Berlin that dates for Sum- 
mer clearance sales in Germany 
have been fixed between July 30 
and August 11. Regulations are 
that all announcements, advertise- 
ments and publicity of sales are for- 
bidden until 24 hours before they 
are due to begin. The merchandise 








offered must be out of season goods 
and short lines are not to be re- 
stocked. Reduced prices must be 
shown in comparison with former 
seasonal values. 
* * * 

A B. REINHART, vice-president 

- of the Wizard Company, St. 
Louis, Mo., says: 

“You would be astonished, the 
same as I was, to see the high per- 
centage of people, particularly 
women, who were fitted in shoes 
that were so short that the big toe 
was bent over and the joint en- 
larged because there simply wasn’t 
room enough in the shoe for the toe 
to straighten out and lay in its nor- 
mal natural position. Some of 
this is due to styles of shoes but the 
majority of it was due to shoes be- 
ing too short. It looked to me like 
the majority of shoes today are be- 
ing fitted on the foot in repose. 
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We all know that practically every 
foot elongates under weight and 
that unless a shoe is fitted with am- 
ple room for the toes, as they elon- 
gate, short fitting conditions will 


not improve.” 
* * * 


MIL H. STRASSBURGER of 

E. H. Strassburger, Inc., 740 
Broadway, New York City, the 
Beau Brummel of the fine shoe- 
makers, has joined the Shoe Fash- 
ion Guild of America, Inc. He 
says: . 

“Piracy of design if allowed to 
go unchecked not only will discour- 
age and destroy all artistic crea- 
tion, but in the end will break 
down the entire industry in which 
it is practiced. The fight which is 














undertaken by the Shoe Fashion 
Guild should have the support of 
every honest man and woman who 
is interested in making or selling 
shoes of good quality and of every 
consumer. 

“There is a fundamental mean- 
ing to fashion that is far deeper 
and more important than simply 
the arbitrary changing of styles. 
Fashion in dress, for example, is 
an accurate mirror of social con- 
ditions and changes.” 


19 


trade 


RED T. HUGGINS, veteran Pas- 

adena shoe merchant, says: 

“When I hear shoe men sighing 
for ‘the good old times,’ I start 
sighing for them! The public is 
not hard-boiled today, not at all, in 
comparison to the public of the 
80’s! I began as a boy in a shoe 
store on the very street where you 





YESSITZ 
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still find me, back in those ‘good 
old days’ and the abuse I took then 
is in sharp contrast to the genteel 
treatment accorded the salespeople 
by the public in my store and 
others on this same street now. I 
have seen men customers kick boy 
clerks and kick them hard. Those 
‘good old days’ were times of hag- 
gling and bargaining, times of in- 
solence and arrogance. It often 
took two hours to sell a pair of 
shoes even to a man with his 
pockets full of money and then a 
fellow frequently got cussed when 
he delivered them. It is pleasant 
to wait on the public today, de- 
lightfully pleasant! No compari- 


son, believe me!” 
* * * 


UCIAN M. DOTY, secretary and 

sales manager for the Selby 
Shoe Company of Portsmouth, 
Ohio, has just returned from a 











sixty-day holiday in Florida. His 
health has greatly improved. 
With the fine record of thirty 
years in the employ of the Selby 
Shoe Company, Mr. Doty’s present 
position of sales manager is backed 
by an intimate knowledge of the 
requirements of the consumer pub- 
lic. He is now contemplating a 
trip to the key cities of the coun- 
try, as far west as the Pacific Coast, 
where he will renew his contacts 
with Selby dealers to discuss plans 
for the Autumn and Winter cam- 


paign. 
on ” *” 
P. SCHILLER, manager of the 

- Thom McAn Shoe Store of 
Salt Lake City, Utah, says: 

“White hosiery isn’t a habit with 
most men, even though they become 
educated to white shoes. Show it 
to white shoe customers, explain 
its attractive features, inquire if 
the purchaser is sure he has a plen- 
tiful supply. By always showing 
appropriate hosiery — white and 
colored—to customers, we make a 
double sale (shoes and hosiery) to 
approximately 65 per cent of those 


contacted.” 
* * * 


Pte got a sniff of citronella 
while looking over new sam- 
ples in the packing room of a Lynn 
shoe factory and he asked if they 
were making mosquito-repelling 
shoes—for he uses the oil to keep 
mosquitoes from making a biting 














acquaintance with his ankles. The 
query amused the shoemakers and 
they told the visitor that the cit- 
ronella is used in some kinds of 
dressings for shoes so as to fool 
trained noses—it being the case that 
a compounder of dressings can 
often tell what’s in it if he gets a 
sniff of it, unless the citronella is 
added to throw him off the scent. 
That’s one way to keep secret the 
formula of a dressing that produces 
a perfect lustre. 


* * * 
OHN BLUM of the Blum Shoe 


Manufacturing Company of 
Dansville, N. Y., says: 
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WORRIES 


WE JES’ 
DONT 


WORRY 














—David Eisendrath, of calfskin fame, is a 
born raconteur. 

—One of his recent stories is of a colored 
man down in Birmingham who was asked 
by his white boss why he was always so 
cheerful. 

—'"'Well, you see, suh," said Remus, “we 
cullud folks has more worries than you 
folks—but we jest nachelly don't pay no 
attention to ‘em." 

—Seems to me that's pretty good philoso- 
phy even for us white folks. 

—Worries we always have had, and always 
will have, in plenty. 

—But most of our worries are imaginary, 
not real, and if we can train ourselves 
not to pay any attention to them, we'll 
have all the more open space for cheer- 
ful thoughts that make for progress and 


prosperity. 


President. 





“So great has been the demand 
on my time in the last few ‘boom’ 
months of the sandal and slipper 
trade, that I have been compelled 
to do something about it.” So he 
has bought his own private plane 
in which to make long-distance 
trips without spending too much 
time away from the office. He is 
becoming an experienced flyer. 


* * * 


ARRY C. McLAUGHLIN, pres- 
ident of the Potter Shoe Com- 
pany, sends us the good news that 
Potter’s is now at 24-26 East Fifth 
Street, Cincinnati, Ohio, and the 
same welcome to public and to in- 
dustry is at the door. 


* * * 


AM BRUEGGEMAN of York, 

Pa., celebrated his fiftieth year 
of shoe store service with the Ed- 
ward Reineberg Shoe Company. 
“Open House” was held at the 
store on June 21, when Mr. Brueg- 
geman met and received the con- 
gratulations of many friends. 

Sam has been very active on the 
York Shoe Retailers’ Association 
ever since its inception, having 
served in every executive office of 
the association. He is at present 
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its treasurer. He has been most 
active in fraternal organizations. 
To be identified with one insti- 
tution for fifty consecutive years is 
not only a mark of distinction but 
an evidence of health, loyalty and 
service rendered the public. 


™ RONG size” is responsible 
for 37 per cent of all re- 
ported returns of merchandise to 
stores, according to “Consumer 
Viewpoint on Returned Goods” 
just issued by the U. S. Depart- 
ment of Commerce and based on a 
study jointly made by the General 
Federation of Women’s Clubs and 
the Bureau of Foreign and Domes- 
tic Commerce. The report, which 
includes a summary of replies from 
thousands of women in ten states 
on the kinds of merchandise last 
returned to stores, the reason for 
returning the merchandise, the re- 
sponsibility for the return, the 
length of time the articles were 
held by the customer and other re- 
lated facts, shows women to be 
most concerned with remedying the 
problem of excessive returns, rather 
than placing responsibility or 
blame. 
* * * 
J. THOMPSON of the Hun- 
+ ter-Thompson Company, Salt 
Lake City, reports that the day 
when women bought only style in 


MUST BE AND 
COMFORTABLE |. 9 sae 
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a shoe is past. During the last 15 
months women have greeted the 
comfort or arch support shoe with 
enthusiasm—so much in fact that 
these have comprised 65 per cent 
of all shoe sales to women. This 
is likely due to “high” fashions and 
colors being available in comfort 
shoes. If women previously bought 
only “stylish” shoes it was because 
the shoe manufacturer failed to 
make a comfort shoe incorporating 
attractive appearance. But now that 
they have created dressy styles, 
women are easily sold on them and 
will continue to be as long as the 
shoe manufacturer combines beauty 
with comfort. 
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ARLISLE says: “A man will- 

ing to work and unable to 

find work is perhaps the saddest 

sight that fortune’s inequality ex- 
hibits under the sun.” 
* * * 


ILLIAM BOWEN, son of B. 

C. Bowen, Western manager 
of the Boot anp SHoE ReEcorpber, 
sends us a copy of Echoes, the 
senior class book of the New Trier 
High School in Winnetka, III. 

Young Bowen was editor-in-chief 
and so gets his fingers into print- 
ers’ ink. It may lead to getting it 
into his blood. What surprises us 
about this graduating class, as well 
as others the country over, is that 
futures are either to “college” or 
“undecided.” But perhaps “unde- 
cided” indicates the hope that a 
job is just around the corner—any 
job in fact. 

Do you know that the U. S. Navy 
now rates “93.6 per cent high 
school educated or better,” and 
that a prerequisite in the majority 
of retail shoe stores is a background 
of high school education or better. 
Capacity to serve needs a capacity 
to think and from this day forth 
every beginner in life’s work must 
continue some form of adult edu- 
cation helpful to both job and 
progress. 


* * 


LZEY ROBERTS, publisher, 
writes in the St. Louis Star. 
Times: 

“In the beautiful lobby of the 
new Star-Times Building, there 
rests on the north wall, in its place 
specially designed for that purpose, 
a striking life-size painting of John 
Calvin Roberts, born eighty years 
ago last December and destined to 
play a great part in the civic and 
business life of St. Louis. 

“He became one of the founders 
of the Roberts, Johnson & Rand 
Shoe Company. In 1913, he 
bought the St. Louis Star. He died 
in April, 1924, at the age of 70— 
just ten years too soon to see the 
Star-Times located in the plant 
which now houses it, along with 
his likeness and his memory. 

“He left an imprint on the com- 
munity in an unmistakable manner, 
which is given few men to equal. 
The guiding philosophy of his hu- 
man contacts was: ‘I shall pass 


June 30, 


1934 


through this world but once. Any 
good I can do, therefore, or any 
kindness I can show to any human 
being, let me do it now.” 
* * * 
idles remarks by Ray I. Hopp- 
man: 

What a world! Now they’re 
thinking of putting Mexican jump- 
ing beans in rubber heels to give 
’em more spring. 





DOP ORR 


What we do need in this efficient 
age though are shoe laces that tie 
themselves. 

Footprints on the sands of time 
are never made by sitting down— 
you said it! 

Just the same it’s unreasonable 
for a shoe store proprietor to get 
angry at a clerk because he sits 
down on the job. 

“His footsteps Ill not hear 

again!” 

She cries—then sobs and reels— 

Her lover bought a pair of shoes 

Equipped with rubber heels. 

Poor old Aunt Jenny thinks that 
hot dogs are tight shoes. 

Regardless of what cptimists say 
the “Sweet bye and bye” is not 
in it with the present “buy Now!” 

And it’s well to remember that 
the brain is only as strong as its 
weakest think. 


Se 


It pays to be honest. Think of the 
man who stole a pair of shoes that 
didn’t even fit. 

My favorite pest is the man who 
boasts that he started life as a bare- 
footed boy. I wasn’t born with 
shoes on myself. 

They say it’s so hot in Sahara 
that even shoe tongues hang out. 

Even if you are on the right track, 
you will be run over if you just 
sit there. 

You bet! Kings may come and 
kings may go but the two most 
powerful kings on earth are 
thinKING and worKING. 

Woman just came in and said, 
“My man, what do you know about 
archery? I want arch supports.” 

And is she opinionated! She got 
her fallen arches from taking de- 
cided stands on questions. 

Well, cheerio and toodle-oo to 


BOOT. 


* * * 


NLARGING their unit control 

system as they have enlarged 
their stock, keeps the shoe depart- 
ment at Penney’s busy, according 
to the department head, Glen W. 
Barger. The turnover in women’s 
shoes is about once each 35 to 40 
days, they have discovered. Every 
night re-orders are placed for the 
numbers sold during the day, so 
that the stock is kept at top notch. 
This plan has been put into effect 
to the full in the Des Moines store, 
the largest shoe store in the Penney 
system. 


GRAHAM 


"What a customer! On his morning's dictation alone he goes through two pairs a week.” 
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START the 


Start your Fall Season August | 5th, there- 
by lengthening the period of Fall shoe 
ae 5 ., selling and making it possible for 

ae you to hg the early dollar and 


Merchants have never been able 
to agree on a plan for closing a 
season. Maybe we can now, by 
mutual consent, open the Fall re- 
tail shoe season on August |5th. 


Typical Retail Shoe Operations 
by 


oo eta CHANGES IN) MANUFAC 

Goop business is planned business. Each individual’: ».:+;-* Nie 6 months average. July 
store must, of necessity, do some individual plani! 2" A % MKD XU or takin S 
ning even though retail operation is a continuous func-*.:-***.”" oi 
tion 52 weeks in the year. The merchant must antici- 
pate his wants and plan his individual business. When 
he purchases his shoes for the Fall season, he must set 
an opening date, with his promotions timed for that 
selling event. Or he may, as is the usual custom, drift 
into the season as the fresh shoes come in and the 
people return to a buying mood. Multiply that mer- 
chant’s loose methods by the number of stores selling 
shoes and you sense thousands of potential pair sales 
lost through a disorderly approach to the Fall season. 

There are certain fixed dates in the Spring that are 
natural timing events. As a result merchants are better 
prepared collectively to interest the Public in the 
Springtime than they are in the Fall. 

So, after studying the charts of retail shoe operation 
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FALL SEASON EARLY 


By ARTHUR D. ANDERSON, EDITOR, BOOT AND SHOE RECORDER 


in relation to peaks of production, we come to the con- before the merchants to see whether or no the very 
clusion that if Boot AnD SHOE RECORDER were to be _ logic of the proposal might not stimulate an industry 
made unofficially, with your approval, sales manager to start a season together. For it is quite obvious that 
of shoe retailing for the Fall season, it could lay plans., it will always be impossible for a diversified retail shoe 


ee " industry to close with one set clearance date. For a 
: — * quarter of a century efforts have been made to have 
1>y-Ye! ks feya Product code! of | r  Sierahiants in communities hold their clearance at the 
Boots . Shoes ; Sli Dpers | * * "Same time. But the very fact that one merchant is 
‘ short of shoes and another is loaded with shoes pre- 
MILLIONS OF PAIRS » _ Kaits that somewhat desirable accord in business. 

5 & © 6K # "So we turn to the proposition of starting the season 
"Aegéther. We asked many merchants, and their ac- 
* ceptance of the plan is almost unanimous. Manufac- 
turers, too, who play a part in encouraging helpful 
retail selling and advertising, signify their interest in 
dating the new season so that all merchants, everywhere, 
can join in getting the early money early in the season. 
The basic reason for proposing a national Fall shoe 
opening on Aug. 15, is that the Fall season, as such, 
has been shortened by the retail habits of a compara- 
tively few weeks of intensified sale to the public. Auto- 
matically the season seems to close with the coming 
of cold weather and the holidays in November. So, 
the only way to stretch out the season was to bring the 
date back to Aug. 15, in order that the public might 

anticipate its Autumn and school shoe requirements. 


TURING INDUSTRIES 


LT ae 4 TZ) 


Improv’ 4 employment leads 
to improvement of retailing. 
In one year factory payrolls 
have increased 50%, produc- 
tion 35%, number of em- 
ployees 25%, hourly earnings 
of factory workers 20% and 
per capita earnings 15%. 





















































S MART merchants in other fields have discovered that 
contrary to expectations the public has money for retail 
apparel purchase in the last weeks of August and that 
the public has not spent every spendable dollar for 
vacation and Summer pleasures. The public, at that 
period, can be sold fashionable footwear where later in 
the season that same public dollar is divided into the 
purchase of Winter necessities of fuel, warmth, etc. 

The most logical time therefore for a unified ap- 
proach to the period of pleasurable spending for fashion 
in footwear is Aug. 15. 

There is much to be said for the morale influence of 
new shoes and new selling talk in stimulation of the 
retail shoe salesmen who have by mid-August about 
exhausted their vocabulary on the merits of Summer 
footwear. There is also one major reason for a stimu- 
lation of selling from Aug. 15 on, and that is the tradi- 
tional habit of comparing this year’s figures with those 
of last. 

A year ago we had the artificial stimulation of the 
codes—the advance purchase by merchant and retail 
customer because of the fear that prices were going 
to rise materially. A year ago the public feared the 
deflation of the dollar as a factor in increasing the price 
of commodities. 

Take a look at the charts on pages 22 and 23 and you 
will see the peaks of payroll employment and produc- 
tion. Therefore, it is most evident that the push this 
year must be self-stimulated by industry itself. It is 
now a battle, not of individual merchants against in- 
dividual merchants but of whole industries against 


A NATIONAL PLAN 
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TO PROMOTE 


other industries in an effort to get more public dollars 
for the more aggressive trade. The unified battle 
of the automobile industries for the transportation 
dollar was the greatest campaign of the year. There 
is every opportunity for the shoe industry to make a 
national play for the walking dollar but it is necessary 
to make it early and to make it unanimous. 

If every store, everywhere, starts the season with 
fresh window displays, fresh merchandise and co- 
operative publicity, we, as a retail industry, can 
turn what would otherwise be a slow and delayed 
season into one that is timed, planned and promoted 
for a more aggressive sale at retail. 


| THINK your idea of ‘dating’ the Fall season is an ex- 
cellent one, and if carried out by the merchants, will do two 
things—namely,— 

“First, will cause the consumer to feel much more vividly 
than she now does that now is the time to begin thinking of 
Fall shoes. 

“This organization is whole-heartedly in favor of anything 
that will lengthen the season on any line so as to give the 
retailer additional profit.” 


R. E. Sherrington, 
The Selby Shoe Company 


* %*+ * 


“'Y our idea of ‘dating the Fall Season’ is sound and your 
proposal in line with some others you have made for the 
good of the industry, heretofore. 

“The great majority of our WALK-OVER people con- 
sider that their Fall Season begins on August 15th, and 
their buying, our shipping, and our joint advertising is 
worked out on that basis. 

“Anything that you can do along this line would help for 
we have the feeling still that since the exodus of high shoes 
it has been difficult to make the buyer conscious that one 
season is waning and a new one coming in. A common 
attack as to the calendar at least might help to bring back 
the changing season idea.” 


George Leach, 
Geo. E. Keith Company 


oo 2 = 


“| FEEL that you would be doing a wonderful service to 
the retailer and manufacturer if you would strongly advo- 
cate seasonal footwear. 

“For the manufacturer it would mean the placing of 
future orders and allow him to set up his organization and 
budget more properly than he is able to do at the present 
time.” 


J. M. McElaney, 
Stacy-Adams Co. 
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SALES AND LENGTHEN 
THE FALL SEASON 


“THE writer feels that your idea of dating the close of the 
sport season and the opening of the Fall season on August 
15th is another one of those appropriate and constructive 
thoughts which have always identified the Recorder 
policies. 
“It is definitely good.” 
A. F. Doyle, 
Doyle Shoe Company 


= &] = 


“W E are heartily in accord with the plan and ideas set 
forth in your letter. 

“We need a general, national cooperation of all con- 
cerned, whereby a regular system will be formed, and 
manufacturers, shoe retailers and consumers will be able to 
work in harmony and unison to the good of all industries 
affected.” 

Wm. F. Boyer, 


Boyer & Company 


= A -= 


"WE think your idea to ‘date’ the Fall Season is a good 
one. We dated ‘Mothers’ Day’ this year and were success- 
ful in selling more merchandise by reason of having done so. 
This has prompted us to watch other festival days of the 
calendar year, but we know that you could do this in good 
shape through your wonderful magazine.” 


C. Godwin, 
Powell & Campbell 


* * #4 


IF you can be of as much help to the trade in getting tham 
to focus their attention on a particular date at the start of 
the Fall Season as you were in gathering everyone together 
for sport shoe week, I feel sure that the experiment will be 
well worth while and very probably of permanent value. 

“Ordinarily we do not fall for promotion dates nd pro- 
motion weeks chiefly because most of them are merely a 
mechanism on the part of some publication or group to 
secure an additional amount of advertising. I have never 
found any of the shoe trade papers excepting the Recorder 
who gave more than value received in the way of advertis- 
ing, publicity, promotion, and national newspaper releases. 

“It is because you have always done your share in making 
our advertising efforts of real value that we urge you to 
give this newest idea of yours a fair trial.” 


Henry M. Spelman, Jr., 
Dewey & Almy Chemical Co. 


* * * 
“Ml 
| THINK your idea of ‘Dating’ the Fall Season is an ex- 


cellent one.” 
E. S. Whitten, 
Edmund S. Whitten, Inc. 


Price is not the predominant problem with 


the public this coming Fall—so we give a 
multiplicity of talking points on how to 
promote Autumn shoe selling early. This 
is the industry's greatest opportunity to 


put its best foot foremost. 


“THE idea of yours expressed in yours of May 23d is a 
very good one, indeed. If dates of opening for showing 
samples for all seasons could be established it would be a 
very convenient thing indeed.” 


C. Brandt, 
Brandt Leather Corporation 


+ + 


4 

"WE like the idea of season openings—not only neces- 
sarily the Fall season but this project should include the 
two major season’s of the year, and we think it a capital 
idea to promote a movement to have fixed dates for season 
openings in the various parts of the country, suitable to 
climatic conditions or seasonable conditions. This surely 
would work out to the advantage of all parties interested. 
It should have and we believe it will have the support of 99 
per cent of those interested. We want to go on record to 
stand ready to cooperate wit hthis movement 100 per cent.” 


F. Brown, 
F. Brown Shoe Co., Inc., Allentown, Pa. 


* + 


“THE idea of setting a date as the opening of the Fall 
season, Aug. 15, we believe is a splendid idea and heartily 
indorse it. 


A. Williams, 
A. Bloom Shoe Co., Boston, Mass. 


* *§ 


“THE idea of ‘dating’ the Fall season is a very good one, 
as most of the smart stores in the big cities already appre- 
ciate the importance of getting the Fall season under way 
early, and almost without exception these large successful 
stores launch their Fall campaign by the 15th of August. 
Their advertising will be ready and in most cases their 

[TURN TO PAGE 82, PLEASE] 
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F iFTEEN years have come and gone since the 
management of the annual Boston Shoe Fair, sponsored 
by the New England Shoe and Leather Association, 
first had the privilege of inviting the country’s buyers 
of footwear, leather and accessories to ‘Come to Bos- 
ton’,” says the official announcement of this year’s fair, 
addressed to the retail shoe merchants, manufacturers, 
wholesalers, tanners, the traveling salesmen and all 
who are interested in the allied industries of shoes and 
leather. 

“To be sure, they already had been coming here for 
half a century for their midsummer purchasing, and to 
enjoy the unique delights of a vacation rest at New 
England’s incomparable seashore, lake or mountain 
resorts; but since the inception of the Fair these valued 
friends have had a more compelling incentive than ever 
before, and tens of thousands of them have responded 
to the invitation. 

“This invitation is again cordially extended for the 
1934 Boston Shoe Fair, to be held in the world’s out- 
standing shoe and leather market, July 9, 10 and 11— 
three interesting and crowded days of business con- 
ference and social contact.” 

That, in brief, is New England’s message to the shoe 
nation, bidding everybody interested in any phase of 
the industry to “come to Boston the week after the 
Fourth.” For fifteen years this annual exposition of 
shoes and leather has been held successfully in this 
particular week of the Summer, and tradition and trade 
custom have in consequence associated together Boston 
Shoe Fair and “the week after the Fourth” in the minds 
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of all buyers and distributors of New England-made 
shoes. 

But there is much more than a tradition and a custom 
to attract the shoe trade to Boston in this year of 1934, 
For here, during Boston Fair Week, will be held events 
of the greatest interest and importance in the shoe 
trade, including a general convention of retail shoe 
merchants of New England, to be addressed by out- 
standing leaders of the trade, including M. A. Mittel- 
man, president of the National Shoe Retailers Associa- 
tion; a national convention of shoe wholesalers, spon- 
sored by the National Shoe Wholesalers’ Association; 
an important meeting of the Board of the Board of 
Directors of the National Shoe Retailers’ Association, 
at which questions of moment will be discussed. 


THERE will be a conference on Fall fashions, to 
be participated in by leading stylists of the shoe and 
leather trades; an important conference on corrective 
footwear, which today holds such an important place 
in the merchandising of many stores, and a luncheon 
meeting representative of the allied trades of shoe and 
leather, when important problems facing the industry 
will be discussed by prominent leaders of its various 
branches. With these featured attractions, in addition 
to the Fair itself, where the newest of styles in shoes, 
leather and accessories will be displayed in Hotels 
Statler and Copley-Plaza, there is little doubt that 
Boston will be the center of attraction for the shoe na- 
tion in the second week of July. 

In addition to the important meetings and events 












ice 


BOOT AND SHOE RECORDER, June 30, 1934 


Shoe Nation 
to 


MARKET 


Fifteenth Annual Showing of Shoes, 
Leather and Accessories to Be Held 
Simultaneously With Important Meetings 
of Retailers, Wholesalers and Other 
Trade Groups in Boston, July 9, 10 and 1! 


already mentioned, the Fair announcement lists the 
following features of interest to those who come to 
the Hub “the week after the Fourth:” 
A hospitality harbor outing and shoe dinner spon- 
sored by the Boston Shoe Travelers’ Association. 
Meeting of the Board of Governors of the National 
Shoe Travelers’ Association. 


Special outing and other courtesies for visiting 
ladies. 


EDUCATIONAL exhibition of ancient and modern 
footwear by the United Shoe Machinery Corporation. 


Information Service on merchandising, NRA codes, 
style trends and other retail and wholesale problems. 

A special exhibition of shoe and leather advertising 
and publicity. 

Visits to nearby shoe factories and other industrial 
plants, beside individual entertaining by exhibiting 
manufacturers. 

Organizations co-operating in the sponsoring of 
these various activities for the trade during Boston Fair 
Week include the following: The National Shoe Re- 
tailers’ Association, the National Association of Shoe 
Wholesalers, The National Shoe Travelers’ Associa- 
tion, the Boston Shoe Travelers’ Association and the 
Boston Chamber of Commerce. President Mittelman 
of the N.S.R.A. has issued an official announcement 
addressed “To Every Retailer of Shoes in the United 
States” in which he says in part: 

“The Fifteenth Annual Boston Shoe Fair, to be con- 
ducted in Boston on July 9-11, 1934, under the auspices 
of the New England Shoe and Leather Association, is 
New England’s contribution to the advancement of the 
industry. 


“New England—the ‘cradle’ of the shoe and leather 
industry of the United States—today has many of the 
[TURN TO PAGE 108, PLEASE] 































The seashore outing, headliner of the Boston 
Fair entertainment program, will be under the 
auspices of the Boston Shoe Travelers Associa- 
tion, who will finance and manage it as a co- 


operating feature on Monday, July 9. 


COL. HAROLD S. WONSON 
President of the New England Shoe and 
Leather Association, Who Officially In- 
vites the Trade to the 1934 Boston Shoe 
Fair. 


COMMITTEES 


Executive Committee—George A. Mclintire, Chair- 
man; William W. Brandt, Secretary; Frank Masterson, 
Treasurer; Henry P. McNulty and Thomas A. Delany. 


Contact Committee—Henry P. McNulty, Chairman. 
Publicity Committee—Thomas A. Delany, Chairman. 
Registration Committee—Henry P. McNulty. 
Dinner Committee—Guy E. Small, Chairman. 
Luncheon Committee—Harold W. Hunter, Chairman. 


Refreshment Committee—James G. Lunney, Chair. 
man; assisted by Charles E. Joss. 
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PROGRAM 


July 9, 10 and 11, 1934 


MONDAY, JULY 9—15th Boston Shoe Fair, Statler and 
Copley Plaza Hotels—3Ist Annual Harbor Outing and 
Shore Dinner complimentary to visiting shoe buyers by 
The Boston Shoe Travelers Association. Hospitality 
Outing for ladies accompanying visiting buyers. 


TUESDAY, JULY 10—I5th Boston Shoe Fair, Continued. 
Convention of Shoe Wholesalers to discuss Code and 
general trade problems, sponsored by the National 
Association of Shoe Wholesalers. 


Conference of New England Shoe Retailers, with ad- 
dresses by President M. A. Mittelman of the National 
Shoe Retailers’ Association, and other trade leaders. 
Luncheon-Conference in Georgian Room, Hotel Statler, 
with addresses by prominent manufacturers, wholesalers 
and retailers, and public officials. 


WEDNESDAY, JULY !1—I5th Boston Shoe Fair, Con- 
tinued. Informal conferences of shoe and leather 
stylists, men's shoe manufacturers, corrective footwear 
experts, etc. Meeting of Governing Board, N.S.T.A. 


M. A. MITTELMAN 
President of the National Shoe Retailers 
Association, and Guest of Honor of 
New England Shoe Merchants at 
Their Conference. 


1934 
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| FOR 
BOSTON FAIR WEEK 





and 
~ | N a general invitation, broadcast to the trade, Presi- 
ality dent George A. McIntire of the Boston Shoe Travelers 
Association makes it clear that entertainment plans for 
sed. those who attend the Boston Shoe Fair, July 9, 10 and 
and 11, are even more elaborate than last year, when 600 
onal people sat down to a New England shore dinner at 
Pemberton. This year 1000 are expected. 
ad- “The Boston Shoe Travelers Association,” says Presi- 
- dent McIntire, “in its desire that every visitor to the 
Her Boston Shoe Fair shall again partake of New England 
eee hospitality, has planned the usual entertainment, to 
which all are invited. 
—" “Those who have been here before know what shoe 
all boys can do, which explains the regular attendance at 
ear our outings. Those who have not attended should try 


it. There are many treats in store, with comfortable 
accommodations for all. 

“Upon registration at the Hotel Statler headquarters, 
visitors will be given tickets for transportation to Rowe’s 
Wharf, where they will embark on a commodious 
steamer which starts its trip at one o'clock in the after- 
noon of July 9. The sail down the harbor will include 
a close-up view of the Navy Yard, a salute to the ‘Con- 
stitution,’ exhibition by harbor fireboats, luncheon and 
music. 

“Outing under auspices Boston Shoe Travelers Asso- 
s ciation, cooperating feature 15th Boston Shoe Fair, 
GEORGE A. McINTIRE managed and financed by Travelers Association. 
Coiichdienh oh Dadian Shien Thessinne fe The sports program begins as soon as the steamer 
sociation, in Charge of Hospitality and docks at Pemberton and includes such features as base- 

esiaaneanenane ball, quoits, races of different kinds, tug-of-war and 
others—with plenty of useful and valuable prizes for 


winners. 
COMMITTEES “At the close of the outdoor program, the bugle will 


Sports Committee—Clarence N. Cogswell, Chairman; sound the signal for the annual march into one of New 
assisted by Clarence Chapman, Fred Pacifici, 4. Cc. England’s largest dining pavilions, where guests will 
Dickey and Lester E, Packard. be served a full-course New England shore dinner— 


clams and lobsters in abundance. During the course of 
Transportation Committee—George D. Tucker, Chair- the dinner there will be presented an elaborate pro- 
man; assisted by George J. Loveley. gram of entertainment, and the dinner will end in 
ample time for those who wish to return a bit early 
and visit the shoe fair before calling it a day. 








Music Cmmittee—A. P. Richards, Chairman. 


Ticket and Printing Committee—James McHugh. “Hospitality Day is sponsored, promoted and con- 
: ’ ms ; ducted exclusively by the Boston Shoe Travelers Asso- 
Boat Ticket Committee—William Noll, Chairman. ciation, cooperating with the fair management. The 


show must go on. So must Hospitality Day—rain or 
shine—July 9. 

Harbor Display Committee—John S. Whittemore, “Come. Meet your associates in the trade. Forget 
Chairman. business for a day. Refresh yourself mentally and 
physically. Then return convinced that those of the 
shoe industry are always welcome to New England.” 


Prize Awarding Committee—T. E. Murphy, Chairman. 




























Members of the Ned 
Wayburn School of 
Dancing whose kind 
cooperation we re- 
ceived in the taking 
of these photographs 
are: the Misses 
Billie’ Aumack, Anna 
Helda Estasen, Amelia 
Filmore, Helen Olsen, 
Ethel Szabo, and 
Gloria Young. The 
names of the makers 
of the shoes pictured 
will be sent on re- 
quest. 


A flat-heeled shoe, such as the 
"Mary Jane," is used in tap and 
step dancing. 


NeD WAYBURN prides himself not only on the fact 
that he is an outstanding authority on stage dancing 
technique, but that he is also, to use his own words, “a 
builder of the body beautiful.” If this latter “hobby” 
does not, in his mind, eclipse his real work of pro- 
ducing perfect dancers, it at least runs a close second. 
And these two ambitions, which have formed the key- 
note of this man’s interesting career, are closely linked, 
—for a healthy body is the resulting gift to the dancer 
who has faithfully carried out the rudimentary prin- 
ciples of her art. 

To Ned Wayburn, the most important parts of the 
anatomy are the feet, the most important factor in the 
proper care of the feet is the shoe, and the most im- 
portant portion of the shoe is the heel, This subject 
of heels is a fascinating one, and those who read with 
interest the articles by Charles Henry Baber and Dr. 
T. L. Northrup in a recent issue of the RECORDER 
should find equal interest in Mr. Wayburn’s theories. 

In his 29 years of experience, during which time he 
has supervised over 600 stage extravaganzas for Flo 
Ziegfeld and other producers of note, Mr. Wayburn 
has contracted for thousands of pairs of shoes. Thus 
his ideas have resulted from first-hand knowledge of 
the effects of various fits and styles of shoes on both 
the physical being and the aesthetic appearance of 
the foot. The heel-theories which have evolved from 
his wide observance of feet under all kinds of condi- 
tions may be formulated thus: 

(1) That very high-heeled shoes are injurious to health. 





A HEIGHTS OF 


Should Be Worn During 
Different Periods of the 
Day to Exercise Various 
Sets of Muscles, Accord- 
ing to Experience of Fa- 
mous Master of the Dance 
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(2) That high-heeled shoes, contrary to the opinion of 
most women, are not “pretty.” 

(3) That three heel-heights (nothing higher than a 
“Baby Louis”) should be worn during various 
periods of the day so as to exercise different sets 
of muscles. 

To quote Mr. Wayburn on the subject of the high 
heel: “I want to make my abhorrence of high French 
heels as strong as I can. The persistent wearing of 
high-heeled shoes does much to bring about female 
troubles. It is conducive to ill health, crooked figures, 
weak ankles and many internal ills. No one can learn 
to dance with them because they pitch one forward at 
the wrong angle and impair the health—acting as a 
handicap or ‘brake.’ I will not allow them in my 
studios.” 

The regulation stage shoe has a very flexible shank 
and a French heel, but shoes of this type are allowed 
by Mr. Wayburn only in dramatic work, high kicking, 

[TURN TO PAGE 108, PLEASE] 





















SAYS 


Ned Wayburn "Discovered" 
Marilyn Miller. 


He has been the inspiration for 
countless dancers whose am- 
bitions have been to see their 
names in the bright lights of 
Broadway. A large number of 
these have lived to see their 
dreams come true. Past stu- 
dents include such stars as Anne 
Pennington, Fred and Adele 
Astair, the Dolly Sisters. 


He was the first to introduce 
flesh-tone shoes and hose on the 
stage. 

He cooperated with Flo Zieg- 
feld for 10 years in the produc- 
tion of the most spectacular 
stage extravaganzas the show 
world has ever seen. 


A few of Mr. Wayburn's 
Ideas about Footwear. 


“Goop dancers will take care of their feet— 
the tools of the trade. They are essential fac- 
tors in salary-drawing power. ‘Treat them 
kindly, and they will thank you kindly and re- 


main your meal ticket for many years.” 


“For a dancer to tolerate a corn is a confes- 
sion of carelessness, of personal neglect and in- 
‘difference to everything concerning her art. To 
prevent corns and other foot troubles, wear 
shoes that fit your feet.” 
~ ‘Tight shoes two sizes too small for you do 
not make your feet look small; in fact they make 

“the feet look larger, and you haven’t freedom 
to walk or dance. Tight shoes and high-heeled 
shoes are injurious to health.” 

“Do not buy a shoe merely because it is 
‘pretty.’ Cheap shoes are often the most ex- 
pensive.” 


After the student has strength- 

ened the foot muscles and 

mastered the technique, a shoe 

with a Cuban or Baby Louis heel 
may be used. 


A student of the 
foot in motion 





THE 


EDITORS 


BOOT AND SHOE RECORDER, June 34, 1934 


OUTLOOK 


When You Prohibit—Watch Out for the Recoil of Desire 


THE friendly season of the year is again with us—the 
time when the family spirit of the trade rises to the top, 
restoring much of the enjoyable social contact that 
makes the business of living a bigger thing even than 
the life of business. 

We have organized the shoe business so that it is the 
finest coordinated machinery of production in the 
world. We haven’t been as successful in organizing its 
men. We have done a very poor job of organizing its 
men to think in terms of the completely assembled 
product. We have been too tensely water-tight in our 
association lives. We have taken literally the code 
mandate that rugged individualism is out and collec- 
tivism is in. 

But right here and now we are facing a new chal- 
lenge. We are beginning to feel that there is something 
precious in the rugged individualism of friendship, and 
if it seemed to be made taboo by law, it was too precious 
a thing to lose. 

Every time we develop a prohibition, there is a hun- 
ger for the thing we prohibit. The noble experiment 
of putting a prohibition on the appetites of men took a 
long time to nullify. The prohibition that is established 
in the style show clause defeats its own purpose, for 
we have never had so successful conventions and their 
attendant exhibits. When you prohibit, watch out for 
the recoil of desire. 

“The human equation has been restored in the field 
of business. Many who thought that large-scale buying, 
large-scale manufacturing and large-scale retailing 
might more or less turn the selling side of business into 
a realm of automatons and highly mechanized indi- 
viduals” have begun to learn the shining truth that no 
fallacy could be greater. “Every sales executive, who 
has not already done so, will find it very much worth 
while to redevelop the human equation throughout his 
own selling organization and throughout the buyers 
and prospects contacted by his men.” 

The midsummer market weeks do a tremendous lot 
of good in making more human the philosophy of shoes 
and shoe service. We are going to see some remarkable 
developments along that line. 

New and young men, with a great capacity for friend- 
ship, are coming into the shoe and leather industry. 
They are going to bring in new and better approaches 
to the sale of shoes, at retail. We may have to throw 
away a lot of our traditional feeling that shoes are just 
items of merchandise assembled in factories and dis- 


BY 
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tributed in volume. We need new thinkers, inspired to 
believe that the shoes of the future can play a mirac- 
ulous part in increasing the comfort and happiness of 
people. We may have to pass up an entire generation 
of shoe men who believe that shoes must be sold close 
to factory cost. These new men may truly feel that 
the service of selection and the service of fitting can be 
willingly accepted by the public, even though the ser- 
vice fee is many times the cost of the ingredients that 
go to make up a pair of shoes. 


THERE is an illuminating difference between business 
and industry. The former is devoted to buying and 
selling and counts that day lost which doesn’t offer 
speculative opportunity. Business is defined in terms 
of profitable speculation. Industry, on the other hand, 
is the engineering aspect of economic enterprise. The 
major associations of the trade must begin to utilize 
research to stabilize an industry. Perhaps the best 
example of such a set-up is the present Tanners’ Coun- 
cil of America. 

Research of one kind or another must be done col- 
lectively, to find new markets and improved distribu- 
tion methods; to make studies of the new health prop- 
erties and use of footwear, and to make possible a 
constantly improved product. Industry organized can 
do much to reduce the peaks and valleys in some master 
planning system, coordinating all the factors from the 
service of supplies to the final fitting stool. Of para- 
mount importance is the necessity of helping the re- 
tailer to resell. That retailer and all his sales clerks 
must know more and mere the pertinent facts about 
the merchandise—the facts outside of the purely price 
factor, for—remember this—when industry is on the 
up grade, price factor is a lesser topic in everyone’s 
mind. : 

So we have discovered that this season of the year 
the friendly sector of the trade comes in to play a part 
to make this a better industry. You can do more mis- 
sionary work in a half hour’s conversation, face to face, 
seller and buyer, than you can in a year’s corre- 
spondence. 

Let us therefore play a friendly part, one with the 
other, in the weeks ahead. 











Photo Ewing Galloway, N. Y. 


wiloa FALL SEASON 


‘hs easy to start a Fall season Aug. 15, but whence comes 

the sales impulse to make it succeed? Every season can 
trace its selling appeal to the age-old yearning for that which 
is new. People grow tired of what they have and seek some- 
thing more in harmony with time, need and use. But the new 
must have more than novelty to recommend it, and very much 
more than mere utility. It must, first of all, have that subtle, 

indefinable something which we call Style. 


To make a Fall season successful and profitable, to give customers 
the urge to buy earlier and more often, we must select with intelligence 
the styles we shall offer for sale. And so the REcorpER, in presenting 
this new and nation-wide Fall selling plan, presents also a carefully se- 
lected cross-section of early Fall styles in shoes for men and women, boys 
and girls. We show, not only styles in shoes, but the clothes that will go 
with them and, in large measure, explain the reason for their being. 


True, the Fall style program is not yet complete. It’s a long story 
from Aug. 15 until snow flies and Winter types of footwear are in order. 
New ideas will be developed between now and then. But plans and action 
cannot wait. And so we sketch the picture as we see it now. 





FALL SHOES 
IN 


EIGHT PROFILES 





Pattern developments for Fall 
footwear are mostly varia- 


tions of eight basic shoe types 


IN the Fall fashion picture, as we see it, there are eight 
first families in shoes. The infinity of patterns can be 
reduced to variations of these eight basic profiles. We 
chose to make our Fall presentation under these eight 
heads, because it suggests a promotional idea for stores. 
If, when you buy your shoes, you keep these eight 
classifications in mind, you will have the material for 
an interesting promotional arrangement. A window, 
for instance, showing the possible variations of the 
Ghillie, will make an attention-attracting display. 

We could not have made any such grouping as com- 
plete as this any other season but this onc. For only 
recently have shoe designers begun to exploit the range 
of possibilities of the basic patterns. Only recently 
have they taken liberties with the classic shells. The 
result is a freshness and newness in shoe pattern, and 
a greatly increased scope for each individual type. An 
oxford, for instance, was a walking shoe and nothing 
else. Now it continues its career through every hour 
of the day and night. 


Shoes in panel (Top to bottom). 


Alligator strap shoe on true British 
lines with low walking heel. Calfskin 
Spectator shoe with low-riding, buckled 
strap. The broad strap is divided into 
three parts in a model particularly 
popular in the St. Louis Market. 
Crushed calf with plain calf saddle. 
The strap is stitched and perforated 
suede. 


Shoes above (Left to right). 


Service calf and plain calf in the 

active sports Ghillie. The Suede 

Ghillie for street wear with collar and 

saddle treatment in contrasting calf. 

A semi-formal version of the Ghillie 
in crushed kid. 





By RUTH HARRINGTON 


r/o THE GHILLIE 
@ THE STRAP 
© THE KILTIE 


THE three basic shells on these two pages, the Ghillie, 
the broad strap, and the Kiltie shoe are primarily sports 
and spectator shoes. But these three types also have 
their semi-dress and dress versions. 

The black panel, with it shoes in reverse, tells a high- 
style story—the revival of the broad strap. The newest 
strap trend is based on the sabot strap shell, a strap 
with a horizontal direction across the instep, the origin 
of which, of course, is the French peasant shoe with its 
broad band around the foot. For two years now, 
practically everything in straps has been the broad 
front strap. And while this shoe will continue as a 
staple type, it tends to recede into the background, with 
the end of the Summer sandal season. Into the fore- 
ground now comes this newer thought,—this different 
placement of the strap. This shoe is too new to be 
widely popular. In its extreme versions, it is not an 
easy shoe to fit, although it can be modified easily. 

The Ghillie, on the other hand, is everybody’s shoe 

[TURN TO PAGE 107, PLEASE] 


Shoes below (Left to right). 


Kiltie model in crushed calf for active 
sports with laces run through tongue. 
The Kiltie used in a spectator shoe in 
suede vamp with calf trim. The Kiltie 
in a semi-formal step-in of suede 
trimmed with crushed kid or patent. 
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Tip and foxing perforations shorten the lines of the 
classic Monk shoe. In calfskin for active sports wear. 


The Spectator monk is suede combined with calfskin. 


The formal Monk in suede and patent leather. 


.. with three variations from 
these traditional lines. 


As an active sports shoe, the monk remains a 
high-style item. It appeals to the woman who takes 
her sports fashions seriously. Among that group 
of women it will be particularly important this 
Fall because of the growing interest in English 
sports clothes. A shoe manufacturer, for instance, 
who has always included this shoe in his line, is 
featuring it strongly this year and the consumer 
fashion magazines are writing it up as news! The 
monk shoe, brought out last Summer as the “Tyro- 
lean” shoe, promoted, you remember, in colored 
moroccos, as well as staple colors, was, and will 
continue to be, outstandingly successful with a cer- 
tain sophisticated clientele. 

But retail buyers of more popular-priced foot- 
wear are negative on the subject of the stricter 
monk models. The kiltie and the ghillie take care 
of their requirements in a shoe of this active sports 
type. 

When the monk, however, is built on a high heel, 
as a spectator or dress shoe, then the story is very 
different! As a pattern influence, monk styles are 
very important everywhere. The second and third 
shoes shown in the panel are shoes for general 
promotion. They are the “glove-fitting” types we 
have been hearing so much about. While high-style 
versions of this type will be simple in pattern, vol- 
ume designs employ various devices to break up the 
length of the vamp, which is the average woman's 
objection to the monk silhouette. 

In shoes of this type combinations of leathers 
will be widely used, with the bright and dull com. 
bination of patent and suede playing a star role. 
This is where stitchings, too, the most significant 
trimming detail in the Fall lines, are effectively 
employed. The high lines of the monk shoe give the 
designer a wider area to use in the application of 
interesting pattern treatments. The glove-fitting 
shoe deserves intensive promotion as a typical 1934 
contribution to shoe fashion. 
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... and four shoes that show 
its wide range of pattern 
development. 
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Typical English last in Norwegian and plain 
calf with new pinked strip treatment. Note 
the broad, low heel, a high style note. 


Plug oxford in Gabardine and kid. 


The button bootee in kidskin. The late 
afternoon or evening version of the oxford 
in jacquard crepe. 









SANDALS... 
STEP-INS... 
AND PUMPS 


P HOTOGRAPHS on this page suggest formal costumes be- 
cause these three shoe types illustrated are essentially formal. 
But just as a sports shell like the Ghillie or the Kiltie may 
have its formal versions, so may the pump or the step-in have 
its informal interpretations, too. 














a In both pumps and step-ins, the feature idea in the new col- 
: lections is the buckle and the tongue. Every store will, of 
course, have strip pumps and perhaps a pump with a simple 
trimming at the throat. Pumps with one-sided trimming are 
also in the picture. But the note to feature is the Colonial. 
Buckled and tongued pumps fit in with the romantic mood of 
afternoon and dinner clothes. They carry out the Spanish 
influence in fashion as launched by Schiaparelli. And they 
give to a pump that suggestion, at least, of a high cut that 
looks right to us in 1934! 

The sandal, obviously, had a wider range this Summer than 
it will have this Fall, for the vogue for open shoes will na- 
turally lessen with colder weather. But it continues to play a 
star role in formal shoes—and formal shoes this year mean 
not only evening shoes, but a new emphasis on late afternoon 
and restaurant dining types. T-strap sandals are probably 
two to one. And while the manufacturers are talking more 
closed-up effects to make new sandals look different, retailers 
still expect to sell plenty of open toes as well! 
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THE FORMAL EVENING DRESS 










One of the most wearable of 
the open sandals. It has an 


airy look, but does not expose 
THE SANDAL vg he tae 









A flying strap that gives 
the suggestion of an anklet 
is the feature of this slipper 
developed in satin or 



















Linked trimming incorpo- 
rated into the shoe design 
emphasizes the T-strap in MP dress with a feather he 
this shoe wed the dinner signed and worn by Lilly 0 
costume. Photograph by Count de M 
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may portant Colonial sug- 
gestion in a kid shoe 
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nish A tongued step-in, a 
most important new 
shoe in the Fall show- 
that inas. Three leathers ars 

combined — suede, 

crushed calf and plain 
than calf 
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Every complete shoe 
stock includes a step-in 
of this type—one of the 
best selling high-style 
shoes of last season, to 
be continued this year 
at all price ranges. 
Suede and patent. 
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A satin and grosgrain 
pump for the dinner cos- 
tume with a_ decided 
Spanish suggestion in its 
fringed tonque. 





Even the spectator pump this 
year is likely to have a buckle. 


noon of 


RL FOR LITTLE GIRL 
SL EOR GIRLS 


In juvenile fashions, as in the grown-up style story, the En- 
glish influence is strong. Every season we have a better ap- 
preciation of the beauty and practicability of the British type 
of clothes and shoes for practical, everyday wear. And just as 
the Prince of Wales has a way of selling fashions for men, so 
do the two little British princesses, Elizabeth and Margaret 
Rose, set the pace for little girls! 

There was a time when France was considered the source of 
all style ideas for children—but now England also influences 
the clothes of the well-dressed child the world over. Simple- 
cut, colorful tweeds, the fashion of matching hats and coats, 
the custom of dressing sisters alike . . . all these are of English 
origin. In the smartest children’s shoes we find the classic 
English shells. And makers of American footwear are featur- 
ing new variations of the Kiltie and the Ghillie, two outstand- 
ing English types, in new juvenile footwear. 

Another popular influence on this year’s Junior fashions is 
the nautical trend. There is a due connection, of course, be- 
tween English ideas in general and nautical ideas in particular, 
for the English are first and last a nation of sailors! But 
for the past two seasons, American style creators have been 
especially emphasizing reefers, middy blouses, and nautical 
emblems. And the recent epoch-making visit of the fleet to New 


SHOES AT RIGHT (TOP TO BOTTOM) 


|. The elkskin oxford is the backbone of 

Junior business. Nothing new about 

this model, but no picture of Fall styles 
could be complete without it. 

2. The Colonial dress pump takes on a 
new popularity, as grown-up styles en- 
dorse Colonial effects. 

3. Here is the Kiltie tongue shoe which 
ae more prominent as English styles 
or girls grow more important. Note 
the clever elastic device used to keep 
the tongue in place. 

4. The Ghillie with closed-up effect, a . 
practical style shoe for Misses and the 
modern Miss. 


Fall Fashions for little girls and their 
bigger sisters stress English types, new 
interest in Colonials and T-Straps, 
surface interest in leathers and ever- 


increasing sophistication in details. 
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York means a continued play for sailor fashions for all 
ages of femininity. This fashion is of interest to retail- 
ers as a display motif. Nautical fashions suggest any 
number of attractive window background and counter 
displays ideas in the promotion of children’s shoes. 

In juvenile shoe patterns changes are few and far 
between. But this English pattern idea we commented 
upon above is something to reckon with. The Ghillie as 
developed for Fall for little girls and bigger girls is 
more closed up than the adult shoe (as suggested by 
sketch 4). Such a model gives practically all the sup- 
port of the oxford, is well protected against wet weather, 
and yet has a new look that makes it appealing to the 
young purchasers. In Kiltie tongue types, various de- 
vices have been contrived to keep the tongue from 
flapping without destroying the nice casual look of the 
tongue idea. The little elastic device in sketch 3 is a 
clever trick, much simpler to adjust than the strap and 
buckle or the lace tie that appears on grown-up Kiltie 
models. Another new model features a little whale- 
bone stay in the tongue to keep it firm. 


THE general endorsement of buckles and Colonial 
effects finds it reflection in children’s shoes. A Colonial 
pump like the sketch 2 is more or less a standard dress 
shoe in the higher price ranges, but this year the model 
has a more popular appeal. In patent leather or in 


kid, with a self or metal buckle, it has a place in the 
well balanced line. 

Zipper-closed oxfords are growing in importance— 
both because they appeal to the children (how they love 
to zip!) and because they fit in with the “self-help” 
idea which is this year’s slogan among educators and 
merchandisers. 


BROWN elks and the plumper type of brown calf con- 
tinue to be the leading leathers. But juvenile. lines also 
have a good representation of the new grained and 
crushed leathers. They give manufacturers something 
different to work with, particularly important in the 
development of semi-dress types for the Modern Miss. 

Another Growing Girls shoe, which many stores will 
adopt who have not featured it to any extent before, is 
the T-strap sandal, in kidskin for afternoon and in 
dyeables for evening. 

The fifth shoe in our sketches is a shoe with a news 
story. A fashion for the high school and college girl, 
it takes its cue from the collegiate fad of wearing white 
shoes all the year around. At the Eastern colleges—and 

[TURN TO PAGE 107, PLEASE] 


(LEFT TO RIGHT, BELOW) 


A new shoe in white and brown 
combination or all white de- 

veloped for the school or col- 

lege girl who likes to wear white 

all the year around. 

A patent dress pump with 

crushed kid trimming, repre- 

senting the step-in family. 4 

The T-strap model for the ~~ 


Modern Miss, a model with a# —— — 


new style significance. \ 
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SOMEWHAT 
CONSERVATIVE 


Plain types, brogues and 
quarter brogues stand 


out prominently in the 














THE drape, still as strong as ever in the popular men’s suit lines, 
has taken on a decidedly custom-tailored look for Fall. The refine- 
ment of line in the modeling, seen heretofore only in the more 
expensive custom lines, has been successfully carried down to 
popular priced ready-to-wear garments. Three striking examples 
from conservative retail shops selling well-dressed business men 
are sketched here for Boot AND SHOE RECORDER. 

Precisely the air of well-groomed smartness so necessary to a 
young man’s confidence is to be found in the casual single-breasted 
drape jacket at the left. It is well modeled about the chest, and it 
tapers nicely about the waist. It is particularly smart in unfinished 
worsteds in the darker tones of blue, gray and brown. 

The decidedly custom-tailored look found in the double-breasted 
business suit illustrated above is enhanced here by the use of a very 
smart new diagonal woolen. Smart, too, for business wear are the 
pinhead fabrics and that perennial favorite, the sharkskin. 

To be seen in the course of any day at business, yet very smart 
and dressy, is the new double-breasted English drape “light over- 
coat.” Ribbed hand-loomed Shetlands and the sturdier types of 








Fall shoe picture, as it 
relates to the well dressed 


business man. 
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Fall Shoes Will Be Styled to Harmonize 
with the New Colors and Leathers 




















tweeds are the fabrics most recommended. Durable, yet 
very soft and light, they are nevertheless quite warm. 

Medium and dark shades of brown leathers are in- 
creasing in popularity every day for men’s shoes, espe- 
cially in the more conservative types. This, coupled 
with the trend toward the custom last in all grades, 
plus the brand new narrow French lasts which are prov- 
ing to have unexpected strength, means that the man 
who strives for custom-tailored look in clothing will 
find plenty of harmonizing custom-tailored shoes. 

Patterns are more or less conservative and tailored, 
with the exception of the brogue types, quarter brogues 
heing very prominent for early Fall. Shoes built with 
the California welt seam in either bal or Blucher pat- 
terns will be especially good. 


SUEDES and buck in brown and gray, in both brogue 
type and the conservative, with stitched tip and narrow 
toes, are producing some real business and will con- 
tinue to do so this Fall. Custom finished leathers and 
vegetable tanned leathers will take the place, to a great 
degree, of the heavy Scotch grains in many localities. 

Even in the conservative types, many seal grains, 
crush chrome and fine-grained calf leathers are used. 

Shank and bottom are réceiving real attention from 
the medium grade m siufacturers. For the first time, 
they are taking a leaf Hom the note book of the high- 
grade makers. 

There are no two ways about it—the insulated cork 
welt shoe will come through strongly for Fall in the 
better grades. This will give the trade a shoe as water- 
proof as possible, yet light in weight. 


THE trend toward narrow-toed lasts is very pro- 
nounced, the real high spots being New York City and 
Chicago. These real narrow toes, with plain detail as 
to pattern, fitting and high heels, will produce a splen- 
did volume this Fall in all localities. The brand new 
narrow toe French last will give new life to that famous 
family of profit-producing lasts. 

This is the picture in brief of the staple or conserva- 
tive shoes for Fall. It will be different in different 
stores, but the highlights to be accented for Fall are 
colors and leathers. Brown, tan and even the reddish 
shades are growing tremendously in popularity. 

Texture is considered most important for the coming 
season. Therefore, the whole shoe must be built around 
this picture, color and leather. Bottom work, edge 
work, pinkings and punchings are all very important. 
If the shoe is to be plain, it must be plain. If it is to be 
a brogue, it must be definitely a brogue; if a quarter 
brogue, definitely a quarter brogue with no compro- 
mise as to types. 


The trend toward narrow-toed lasts 

is very pronounced and such shoes 

will produce volume business in 
all localities. 





A BIT 





THAT air of informality, so very essential in the 
mind of the younger man and the college fellow, 
has not been slighted in the Fall clothing plans. 
There is a nice note of surprise in the smart new 
“Bal” topcoat that was so greatly admired in the 


Spring lines. It was just made for the rough 
tweeds and plaids that are so much a part of 
“Fall.” 

There’s a surprise too in the new “Bi Swing 
Back,” to be seen in topcoats for the first time this 
Fall. This last development was the lifesaver in the 
sport coat line this Summer, and for the younger 
man it is sure to be a “natural.” It is quite the 
smartest coat on the rack in smart Shetlands and in 
the new neutral covert cloth. 

You can depend on the college man to wear an 
odd coat and slacks. It’s such a sensible idea and 
so informal as well. Many of the sportier types of 
Fall suits are coming in gay over-plaids, with 
plain slacks of the same material. 

Fabrics for topcoats and sports suits are de- 
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T [MORE EXTREME 


cidedly of a brighter tone and rougher texture plaids and Tipperary 

tweeds. In this odd trouser era the suitings are necessarily of a 

smaller plaid design, ranging from the fine hounds tooth check to 

the Tattersall checks. Camel’s hair still remains a campus necessity. 

Smart, too, are the new diagonal tweeds for the more conservative (era oO 
type of overcoats and the Scotch cheviots which defy those inevitable 

Fall showers. 


NEVER have the shoe men had such an opportunity of dramatiz- 
ing shoes for the young men as they have this year. And never have 
shoe men had such a wide variety of shoes which they know will 
appeal to the fellows who are always keen for new things. 

\ definite Fall season will start August 15th in all those stores 
which have a liberal supply of those shoes which the younger trade 
will buy. 

As George B. Hess, of Baltimore, observes: “Young men are 
more completely style conscious today than they have been in the 
last twenty years. They want to be well dressed and want to be 
dressed differently. They are all ‘hep’ to the things which we term 
new.” 

There are new lasts, new patterns, new leathers and new colors 
for early Fall showing. The best are new all the way through, for 
the building of new leathers on old lasts and patterns is not meet- 
ing with much success among those who know what is in the mind 
of that great group of spenders—the young men. 


HEAVY grain leathers for the most part are being replaced with 
the softer grains and boarded leathers. Genuine seal and other 
similar rough leathers are very good all the way from the Central 
States to the West Coast. 

Plain toes are good. Plain toe Bluchers, with either plain 
quarters or saddles are selling equally in black and brown. 

Brass eyelets are making their appearance again. Not small eye- 
lets but the big No. 1 size. Designers of shoes for the smart young 
fellows say that they are using these larger eyelets so as to set off 
the shoes. Large eyelets, so they claim, look decidedly better on the 
new Fall styles than the usual run of pinkings and perforations, for 
they give a new zip to the models. 

Bluchers on the new custom lasts, with a little punching on the 
heel quarter, plus eyelets, lifts this new style right out in the middle 
of a display. 

Narrower custom lasts will be popular with the rounded throat 
patterns. More perforations will be used on both smooth and 
boarded leathers. A rich dark brown promises to he the No. 1 
seller. 

There’s a dramatic story to be told to young men in every shoe 
store this Fall, a story based on the new colors, leather textures, 


lasts and patterns. It will mean a real profitable shoe business. UTUMN Styles in Shoes and Clothes 
That Will Enjoy the Preference of 
Young Men—and Men With Young Ideas— 
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This Coming Season. Note the Prominence 


of Blucher Patterns and the New Use of 


op Eyelets and Perforations 








et The Youngster 


THe boys’ shoe business has 
undergone tremendous 
changes in the past decade. 
First, the style phase—every 
season a greater emphasis on 
the style factor and on sea- 
sonal and occasional require- 
ments. Particularly _ pro- 
nounced is this style emphasis for the coming Fall. 

The second phase has its interest on the health angle, 
with greater stress on orthopedic design and fitting. 

Now comes the development of a comparatively new 
thought which had its origin in modern education 
and the idea of teaching children self-reliance. Even 
the younger children are taught to dress themselves, 
comb their own hair and brush their own teeth. This 
training has its definite influence on styles for the little 
boys and little girls. In shoes it means a tendency to 
develop for the younger children footwear that is 
simple to put on and take off. Shoes that can be manipu- 
lated with extreme ease, yet without sacrificing beauty 
of design or the fundamental health features. All of 
this was well talked out and presented by the Juvenile 
Style Report at the last Joint Styles Conference, pre- 
sided over by Maurice J. Yoskin. But one may assume 
that as youngsters are taught to act for themselves, they 
will also tend to think for themselves in the matter of 
what manner of shoes they will wear. This, too, may 
prove of advantage to the shoe industry. 

The boys’ shoe business can be made more profitable 
to both the manufacturer and the retailer by the appli- 
cation of more creative ability on the part of those who 
detail the styles. Boys do not like to dress up, yet the 


larger boys are imitating their college heroes. And, 
due to this, they are demanding a more complete 
variety of footwear for their wardrobe. 

A successful boys’ department cannot be developed 
through the process of warming over ideas from the 
men’s department. There are many types of boys, so a 
study of the buying habits of that trade which the store 
is best suited to serve is quite essential. 

Boys’ shoes for Fall must have individuality. The 
independent retail shoe merchant must have styles 
which look different, but are in keeping with the gen- 
eral trend. 

Some examples of the foregoing: Seal grain is taking 
the place of Scotch grain in many instances. Brogues in 
elk finish leathers are very good. Flexible counters and 
boxes is a new idea for boys’ Fall shoes, also flexible 
soles. The idea here is that boys, after wearing their 
soft Summer shoes, will take to new shoes in the Fall 
if those shoes are really comfortable from the start. 

Moccasins will be particularly good for the coming 
season in all parts of the country. As is the custom, the 
more extreme styles will be sold in the West and Cen- 
tral parts of the country, with the East sticking to the 
more conservative types. 

There is a decided swing toward the rough and 
boarded leathers. Elk finish, Norwegian, Thistle calf, 
boarded veal and seal are sell- 
ing exceptionally well. Boys 
are demanding the rugged 
“college” types for general 
wear and dancing pumps for 
dress. Medium custom toe 
lasts will be more popular. 
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\nd, 
let Of IMS e€ 
yped 
the 
= THE small boys’ type of shoes shown 
| on the opposite page are free sellers 
The in most stores everywhere. The moc- 
casin is specially strong in composi- 
yles 
om tion, crepe rubber and leather soles, 


particularly when detailed in the elk 
finished leathers. Teachers recommend 
this shoe as being ideal for school room 
wear, as it is flexible and _ noiseless. 
Soft grain and elk finish leathers, with 
shark or regular tips, will continue 
their popularity. Plain toes in both 
the Blucher and the bal patterns will 
be favorites with the little fellows from 
five to seven years old. 





FuLL brogues in elk finish, seal and Norwegian leathers, as illustrated at the left 
above, will sell everywhere to the larger boys. The next two patterns are designed 






especially for the style-minded boys west of the Alleghenies. Moccasins will of course 






sell in the East, but not in the combinations seen elsewhere. The conservative East 






would not play the plain toe Blucher very heavily, but other parts of the country will 






enjoy a fine business on this practical novelty. 











THE NEW FALL FABRICS ON 


len, 


... with a word about shoe leathers 


to complete the picture 


Eary Fall showings of fabrics, suits, coats and tailored dresses give tweed 
unprecedented significance. The suit as a volume item is definitely estab- 
lished, with tweeds and other surface-interest woolens its medium of expres- 
sion. In these suit fabrics, the bouclé (curly) and the bark family (heavily 
ridged and creped) are the leaders. High style fabrics show a smooth, suede- 
like surface, even in informal coatings. Hairy woolens also indicated, but the 
crisp or kempy hairs are a step ahead of the soft rabbit hairs. Checks and 
plaids strongly in the picture. Woolens for dresses stress jacquard patterns. 
New formal coating woolens endorse the smooth, nappy suede surface with 
interesting weave in the underneath construction. The tinsel note is important 
in metal shot woolens. In dress silks and velvets, this metallic note is stressed, 
as are also jacquard, brocades and bark weaves, with emphasis on reversible 
bright and shiny fabrics. Cellophane strips are woven into woolens. 
Colors in suitings give brown first place. Green next, coppery tones, 
mahogany and some wine reds. Gray blues are coming up. In dressier type= 
black is first, browns next, then green, which is the leading novelty color in 
all classifications. In the fabrics illustrated—(1) shows the bouclé surface; 
(2) the suede feeling; (4) the metallic note; (5) the bark family; (3, 6, 7 
and 8) the kempy surface; (9, 10 and 11) other new, surface-interest weaves. 
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T RANSLATING the costume fabric story into terms of shoes, we have, first, 
every fashion reason for the success this year of tailored types to go with 
tweeds and other suit fabrics. We have a good basis for surface-interest 
leathers, including crushed leathers, because surface-interest is uppermost in 
women’s minds. It is obvious, however, that these patterns must be small 
and inconspicuous so as not to conflict in design with coat and dress fabrics. 

Shoe fabrics in the small designs are also logical in a suit season, for 
tailored and semi-dress types. Suede shoes will be complementary to the 
higher-style suit and coat fabrics with their smooth, velour finishes. And 
suede is the companion-piece to the new velour surface dress woolens in 
winter dress coats. In the featuring of reversible fabrics, we have costume 
precedent for promoting bright and shiny combinations, as in suede or fabric 
with patent trimmings. The gold touch in costume fabrics suggests gold 
touches in shoes—gold buckles for tailored types—gold pipings, stitchings 
and the possibility of tinsel-shot fabrics in cocktail and dinner shoes. 

The color story parallels closely. Shoes also stress brown first for 
tailored wear; black for dress. The mahogany and rust browns, as well as 
the dark browns, have their place and green is the color for novelty pro- 
motion. 
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84,750,442 


He thought he had 
WEAK ARCHES 
—but it was only KEEP THOSE 


LOPSIDED |/ SHOE BILLS 


FROM 
RUNING WILD 














ANY a man would have a 
M lot less trouble with his 
feet ifhe’d only pay a little more 
attention to his heels. 

Proof? Grasp your foot—feel 
how the heel-bone supports the 
arch. Naturally, if lopsided shoes : 
let the heel drop ove. at every Ung their fun 
step, the arch “falls,” too— Pocketbook! 
causing painful strain. 
Don’t risk that! Keep your heels 
straight and your arches sound 
by having your shoes fitted with 
Goodyear Wingfoot Heels. 
Because these tough resilient rub- 
her heels keep their shape wear 
down VVENLY— they keep shoes wear! That m 
from running over; prevent weat- often months, 
ening strain. 
That’s why more people walk. ‘as i rk. ™ by a»: 
on Goodyear Wingfoot Heels . : 
palace ty oni enter You pay | AMERICA’S 
keep feet feeling better! You'll ring, 
find no foot-tonic like them — > 

shops ; shoes FASTEST-SELLING 


at all repair ¥ 


¥ 
WINGFOOT HEELS 


heep shoes and feet straight 





make shoes we 





er longer 
Made by the makers ‘ 
Goodyear Tires < 
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2 AD-POWER’ 


to help you sell more shoes 


r you want to know why sales of Goodyear Wingfoot- 
Soled Shoes are doubling and redoubling — why 
they are four times greater today than in 1931 — 
here’s the reason: 


So far this year more than eighty-four million ad- 
vertisements in leading magazines have pounded 


home this fact — 
“The Goodyear name on a shoe means good value 
and good wear!” 


As a result, not only Goodyear Wingfoot Soles — but 
Goodyear Wingfoot Heels, too—are most often 
specified today by both the public and trade alike! 








That’s mighty good proof 
of the extra sales-power AND DON’T FORGET— 


of the Goodyear name. More people walk on Goodyear 
Wingfoot Heels than on any 


Be sure to have it on the other kind! 
shoes you sell! 


‘| WINGFOOT , 
BISOLES «1. HEELS 
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“Parkway” four-eyelet oxford by 
The United States Shoe Corp., 
Cincinnati, Ohio. Amer’s Black 
Satin King Kid, 15/8 covered 
heel. Piped in No. 27 Amalac 
with Lizard underlay. 

No. 317 two-way 
combination last. 


















PERFECT | 


for 
Autumn Shoes, 


Satin KING KID 


Perfect exactly describes the many 
qualities of Amer's Black Satin King 
Kid! This truly vibrant, semi-dull black 
kid has a texture that is pleasing to 
the touch and a finish that forbids the 
acquirement of dust... the subdued 
lustre found exclusively in the true 
Satin Kid... an elegant simplicity and 
intense practicality . . . is ideal for 
both morning and afternoon wear. 

Women who succeed in attaining 
costume harmony find in Black Satin 
King Kid the perfect answer to style, 
utility and exceeding comfort. 


WILLIAM A MAER COMPANY 


PHILADELPHIA, U,S.A., ESTABLISHED 1832 






























From verdant South 
America, where the 
climatic conditions the 
year round are ideal 
Sor the raising of well- 
nourished animals, 
come kidskins which 
aretraditionally 
meaty and mellow BLACK GLAZED 
natured. From such , TRULY VIBRANT BLACK 
incomparable skins, 


KING KID, the ac- MATURED GOATSKIN 
knowledged leader, is FOR MEN'S SHOES 


produced. 
*CHROME KID GRAINS 
*KRUSH KROME KID 


IN OFFICIAL FALL COLORS 
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"The Toes Should Always Point Forward” 


Advises Miss Louise Bender, 

ed : director of health education 
This is typical of what : at the Y.W.C.A., St. Louis. 
your women customers a (From an article in the 


— Pre Mei ] St. Louis Post - Dispatch.) 
CT he women of today no longer want 
to be like the hothouse doll of the past. 
They want to have the appearance of 
healthy women. 
“Now that women are beginning to walk 
more, it is necessary that they learn to 
walk all over again. The old-fashioned 
method of putting the whole foot down 
solidly is passe, according to modern 
authorities. The heel should touch the 
ground first, then the ball of the foot, and 
finally the toes. The weight should be put 
on the outside of the foot and the toes 


should always point forward”. 


DO ointing toes straight ahead isn’t our theme 
song exclusively. Nationally prominent beauty 
and health authorities, in their articles and inter- 


views in magazines, newspapers and over the radio 


LAZED 

NT BLACK are furthering this movement. They are urging women to walk 

OATSKIN more and to walk correctly—which means placing the body 

_ weight on the proper muscles by pointing the toes straight ahead. 

AINS — as p “a 
i KID This editorial publicity, influencing millions of women, plays 
ALL COLORS right into the hands of retailers who feature Brown>ilt Tread 
‘ ‘ Brown bil bilt 
Straight Shoes. In name and construction these shoes are 
linked with the growing tread straight movement. Naturally, Deca 
retailers are reporting steady up-swings in sales. Sh hoes aa 
Z, 
N Y Write Us! There’s A Franchise Worth Looking Into for Women 


Wwawids Vass Gouge, 


SAINT LOUIS 


Also manufacturers of Brownbilt Tread Straight Shoes for men 
and Buster Brown Tread Straight Shoes for boys and girls. 
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50 YEARS 
at the 
Fitting 
Stool 


Samuel Brueggeman of York, Pa., 
Holds Extraordinary Record as 
Salesman — He tells How Sell- 
ing Shoes — and Fitting Them 
— Differs Nowadays from the 
Methods of 1884 


THE year 1884 stands out in the life of Samuel 
Brueggeman, hailed as the dean of shoe men in York, 
Pa., for two reasons. It was in that year that the city 
suffered its first disastrous flood, and it was on June 21 
of that same year that he launched out on a career in 
the retail shoe business which has continued without 
interruption for fifty years. 

Mr. Brueggeman, who likes to recall the many 
changes which came over the shoe business during his 
experience, celebrated the occasion by working all day, 
and, in fact, putting in one of the busiest days of his 
normally busy life. 

For the employer who finds his errand boy and sales 
staff grumbling about long hours and hard work, “Sam” 
holds up the example of his early days in the business 
just to show them “they don’t have it so hard.” He still 
remembers distinctly his first day of work for Edward 
Reineberg, predecessor to the present firm of Edward 
Reineberg & Son. 

It was on a Friday, as he relates it, that Mr. Reine- 
berg, attracted by the neat penmanship of the bright 
little 10-year-old lad in the parochial schools, asked 
that boy if he would like to work for him. Sam, with 
the small boy’s vision of a fortune in store, immediately 
accepted and was told to report to work the next morn- 
ing at 5 o'clock. Undaunted by the early hour, Sam 
was on hand and worked all that day and far into the 
night. When he finished at midnight, he fully expected 
a nice sum for his labors. Right there came his first 
disappointment. His employer informed him that his 
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SAMUEL BRUEGGEMAN 


time would be counted in with the next week’s work, 
and he would be paid next Saturday, and so the Sunday 
picnic had to be canceled for lack of funds. 

Back in those days, a half century removed, it was 
not just a case of waiting on the customers who came 
into the store, and seeing to it that they were satisfied. 
Each night before closing—and the store stayed open 
just as late as there was any chance of selling anything 
—Sam found it necessary to take out the carpets and 
clean them and then cover up the boxes of shoes on the 
shelves with a huge canvas curtain which was hung 
from innumerable pegs on the wall. 

With the vast change in the working conditions from 
the time of the little one room and the lantern-lighted 
store to the day of elevators and electric lights, an even 
greater change has come over the merchandising meth- 
ods of the business. Sam well remembers the huge 
cases of bulk shoes, the only way then to buy shoes, 
which were received at the Reineberg store. From the 
cases, containing 72 pairs of shoes all tied together in 
pairs, the shoes were placed in smaller boxes, 12 pairs 
to the box, to be placed in the storeroom. 

Low shoes were unknown in those days, and there 
was no such thing as a measuring stick to help the clerk 
along in selling a pair of shoes. Most of the footwear 
was sold by size only, and the customer on many occa- 
sions did not even bother to try them on. All shoes 
came in wide widths made of heavy leather, and pegged. 
Even the baby shoes were pegged, and as he reflected 

[TURN TO PAGE 94, PLEASE] 
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SERVICES KING 
”SEILING, 


OU can no longer tolerate laziness or 
discourtesy among your salesmen! You 
cannot allow indifferent service and 
selling to drive away any of your customers! 


SERVICE is the vital force that actually sells 
more shoes. Every salesman must be alert to the 
individual tastes of your customers — active, 
intelligent, courteous in giving complete, fully 
satisfying service. 


Willmark makes SERVICE KING in your store. 


55 





Willmark’s analytical shopping tests and reports 
ferret out and reveal to you the selling weak- 
nesses of your salesmen—enable you to cor- 
rect these weaknesses, to build up the alert, 
profit-making salesforce you need! 


By constantly TEACHING effective, persuasive 
selling methods, by persistently TESTING AND 
CORRECTING YOUR SALESMEN, Willmark 
develops in them the power to satisfy more 
customers and sell more merchandise. 





SYSTEM, Ine. 


Builders of Personnel 


250 W. 57th Street 





WILLMARK SERVICE 


New York City 
Available in Every City in the United States 


OU, as a shoe store owner, will be interested in 

our free booklet, “Service Is King.” We will 
gladly send you a copy, and more complete details 
about Willmark, without obligation. 


Your Name 
Firm Name 
Whuetien: G6 State. coo sk coc cesccccccccscunseces 


Address 
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Pacific Northwest Merchants Meet 


Everett W. Nordstrom Elected President 
at Seventh Annual Convention in Seattle 


SEATTLE, WASH.—The seventh an- 
nual convention of the Pacific North- 
west Shoe Retailers Association 
brought together at the Olympic Hotel 
the largest number of retailers that 
ever assembled from the five Pacific 
Northwest states and Canada, and also 
a record number of manufacturers’ rep- 
resentatives. 

In addition were the guests of honor, 
several of whom were paying their first 
visit to the Pacific Northwest. These 
included President M. A. Mittleman, of 
National Retail Shoe Retailers’ Asso- 
ciation; Jesse Adler, chairman Execu- 
tive Committee, National Shoe Retail- 
ers; Buford H. Jones, treasurer of 
Enna Jettick, Inc., of Auburn, N. Y., 
and Miss Hilda Rau, stylist. 

President O. E. Thorp presided at 
all sessions, assisted by Chairman 
Everett Nordstrom, and introduced the 
guests and speakers. Among the vet- 
erans honored were George Turrell and 
John W. Nordstrom, Sr., who have been 
upwards of fifty years associated with 
the retailing end of the business, and 
O. H. Fithian, formerly a leading 
manufacturer of Portland, now in his 
sixty-first year and a leader among the 
shoe Travelers. Will Knight, inter- 
nationally known shoe leader, took an 
active part in the convention, as usual. 

Mr. Mittleman, in his convention ad- 
dress, declared for a real partnership 
in planning for the industry and a 
partnership to see that the plans are 
carried out. 

“We are in a partnership with the 
public; manufacturers have put an 
abundance of thought and money into 
making better merchandise, and like- 
wise the traveler and retailer have done 
their share to bring this modern mer- 
chandise to the public. It is well to try 
and reach the middle ground so that 
both may make a profit on every trans- 
action. 

“Mutual trust is an all-important 
factor in any partnership. And a 
mutual understanding of individual 
problems is the basic foundation of all 
successful partnerships. 

“We need more members in our local 
and national organization, and then we 
need more team work, wider vision than 
our own immediate personal gain— 
an attitude that shows a willingness to 
work together so that the benefits de- 
rived by all will be but a reflection of 
the benefit secured by the individual.” 

“Stick with your local and the Na- 
tional at all times,” urged Jesse Adler 
in his talk. “They may both have a 
few faults but they can and will be 
corrected. This is also true of the 
Shoe Code, and when it is changed an 


EVERETT W. NORDSTROM 
Heads Pacific Northwest Retailers 


allied industry must and will go for- 
ward as never before. The association 
will always look out for the small man 
and none will be forgotten if they but 
become members of the association.” 
William J. Ahern, of Coast Shoe Re- 
porter, brought a most cheerful mes- 
sage from the Californians. He also 
lauded the travelers, declaring that 
without their loyal support the trade 





1934 OFFICERS ELECTED 


Officers elected at the Pacific North- 
western Shoe Retailers Association were: 
President—Everett W. Nordstrom, Nordstrom 
Shoe Co., Seattle. Vice-President—J. A. 
McDowell, McDowell Shoe Co., Albany, Ore. 
Treasurer—W. H. Harbke, Phillips Shoe Co., 
Portland and Tacoma, Wash. 

Vice-President-at-large: Lloyd Hill, Model 
Boot Shop, Spokane, Wash.; George King, 
Arbuckle & King, Salem, Ore.; Fred T. Burnett, 
Burnett Shoe Co., Boise, Idaho; Clell E. 
Smithers, Smithers Shoe Company, Helena, 
Mont. 

The following six new directors were named 
for Two-Year-Term: Jim Lawrence, Portland; 
L. J. Conley, Seattle; A. C. Harbke, Tacoma; 
Arthur Schulien, Spokane; H. F. Cronkite. 
Seattle; Stephen Mitchell, Boise, and H. S. 
Leckie, Vancouver, B. C 

Hold-Over Directors include—Tom Smith, 
Boise; Ward Brazelton, Portland; Clifford Mc- 
Donald, Tacoma; Henry Waters, Portland; 
Ray Thistlewaite, Helena; Arthur Rae, Van- 
couver, B. C.; Mark Yaekel, Yakima. 





would not have made such progress, 
and that he was for them one hundred 
per cent. He urged the buyers to do 
the same and spend as much time and 
money with the manufacturers’ repre- 
sentatives as they possibly could. 

Edward McLean, editor of Pacific 
Shoeman, said he realized there were 
many both good and bad points in the 
NRA program as now set up, but he 
urged the dealers to have patience and 
that shortly the bad points would be 
eliminated. 

Hilda Rau, stylist from Philadelphia, 
quickly won the attention and admira- 
tion of all the assembly as she rapidly, 
with the aid of three charts, showed the 
well dressed woman of 1934-35 with her 
evening, daytime walking and Cocktail 
costumes. 

“The smarter shoe is more comfort- 
able and the more comfortable shoe is 
smarter,” was emphasized by the 
speaker. The health movement has had 
its influence on day shoes. Heels are 
going to be a bit lower, and rather 
straighter. Take this message to your 
community, but above all pick out your 
woman style leader, and get her co- 
operation and advice. Endeavor to 
convince your feminine patrons the 
need for five distinct styles of shoes in- 
cluding walking, sport and evening, 
which should match up with the cos- 
tumes. And remember that the skirts 
are getting shorter. 

Included among Miss Rau’s style 
pointers were the following: Shoes are 
becoming more important. Fabric, 
combined with leather, will be in style. 
Kid, suede and patent will also be worn. 
Shoes will be cut higher with the oxford 
most popular. Massed stitching, or con- 
trasting materials; diagonal patterns. 
Emphasize the toe caps. Colors—Eve- 
ning black, white, red, few blue. Solids 
are coming back. 

Day colors—Brown, copper, black 
and green—Light purchase on green, 
heavy on white next two months—An- 
ticipated blues will come back next 
Spring. 

The main resolutions of the conven- 
tion were as follows: 

“BE IT RESOLVED: 

“Provision which has the effect of 
sandbagging a monopolistic usurpation 
of the shoe show function in the 
United States by the National Boot and 
Shoe Manufacturers Association is s0 
plainly unfair and unjust that we hope 
and believe that the sentiment of the 
shoe trade will force the cancellation 
of this provision. 

[TURN TO PAGE 107, PLEASE] 
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Step into the Lead 


_| § in Men’s Shoes 
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eon in aie heels 


there can be something new 


EK ave you thought that all the sales points for shoes 
had been used? Have you thought that all heels are 
alike? Then you'll welcome VOGUE, the new rubber 
heel by Goodrich—the new heel with novel features, 
new selling advantages such as no other type of heel 
ever had before. 


Here's just what you need—a new improvement that 
will catch the public’s favor because it offers greater 


comfort, greater value. 


The new Vogue has a wood core instead of washers. 
Nails are driven in until the heads reach this wood 
core, and so every nail binds the entire heal to the 
shoe itself. There is no play or wrenching between 
nails as there is in the old fashioned heel. The heel 
seat is permanently tight. The result is far greater foot 


comfort, far better appearance. 


But even more important—there is more rubber 
between wearing edge and wood core than between 
wearing edge and washer in any other heel. More 
rubber to spring and cushion shocks. More comfort. 
More useful life to the heel. Here is the first heel con- 


GOODRICH 


struction ever to take advantage of the full comfort 
advantages of rubber. 


Because each nail grips the entire heel, there is a 
tighter, neater edge at the heel seat, and this neat 
appearance lasts—no Vogue heel ever comes loose 
or is kicked off. 


Every shoe can afford Vogue Heels. Every one of 
your customers deserves the comfort and value they 
offer. Ask for Vogue Heels on the next shoes you 
buy, and be the first to profit by this new sales aid. 
The B. F. Goodrich Rubber Company, Heel and Sole 
Sales Division, Akron, Ohio. 


Goodrich 


ye 
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Rubber Heel 
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Again this fall . . . . the most notable lines of successful shoes 


will feature more models in Evans Leathers than ever before. 


The Kid with a definite Sales Influence. 
John R. Evans & Co., Camden, New Jersey. 
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s*'—ETHE MOST POPULAR PRICE FOR MEN'S SHOES 


According to a recent survey 89% of the successful independent stores find their most satisfac- 
tory profits in shoes of this price range . . . $5 to $6.50. It’snot so high but that almost any 
man can be convinced of the wisdom of paying it . . . not so low but that it sounds attractive 
and proper to men who are accustomed to paying more. 


i’s THE RIGHT price FoR A PAIR OF MEN’S SHOES Providing 


]. THAT A SHOE AT THIS PRICE: IS CORRECTLY STYLED 


(Anyone who looks at the Taylor-Made Line is sure to recognize the 
design and detailing essential to correct style. These shoes have a dis- 


tinctly high grade, high priced look.) 


2. THAT A SHOE AT THIS PRICE WILL FIT 


(The Taylor-Made Line is famous for its fitting quality. This is accom- 
plished through right measurements in the lasts and in the way the pat- 
terns are fitted to the lasts—the O-So-Eze feature is another exclusive 


factor.) 


3. THAT A SHOE AT THIS PRICE WILL WEAR 


(After a shoe has been properly fitted its wearing quality depends upon 
workmanship and materials. Brockton workmanship (famous the 
world over) is a feature of Taylor-Made Shoes. The leathers used are 
of the type and grade usually found only in high priced footwear.) 


L MW-0 SHOES MEET ALL THESE REQUIREMENTS 
g & ___ AND MORE 


Many of the foremost retail merchants consider this the strongest competitive line 
in the field, and now to make its position even stronger and to increase the 
business of our retail friends, we launch a campaign of national advertising 
in consumer magazines, starting with the September 8 issue of The Saturday 
Evening “Post. 


EVENING POST 








rcerelinnst Race Missi cae Recent pein an hee nea ices Ainltad soc Mca tei aD ites Raine Dic Aaa Mie Minn Aeandndnina hatte 


| ae 





64 


BOOT AND SHOE RECORDER, June 30, 1934 


Yn Step with the Mode for Fall 
ROSEBAY 


WILLOW CALF 


The new, high riding, 9 eyelet fashion 
trend for fall demands leathers that 
are supple in feel, sleek finished, 
colorful as the mode. ROSEBAY 
Willow Calf makes it possible to 
leather smart fashions in a manner 
that's acceptable to discriminating 
women. 


PRINCESS 
CALF 


Here's the BLACK leather that the 
fashion world has long been seek- 
ing—a leather that's smooth finished, 
light as a billowy cloud, supple as a 
bending birch. Keen individuality and 
outstanding distinction are but two 


of its many characteristics. 


AMERICAN 


HIDE and LEATHER COMPANY 
BOSTON 
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the latest addition to 

our Castom line is This model evidences the close cooperation between shoemaking 

et ene ie em skill and comprehensive style knowledge in the Stacy-Adams organi- 
zation. Over sixty years devoted to the making of custom grade shoes 
for men certifies an infinite skill and knowledge in fine shoemak- 
ing. Authentic style information from astute observers and mer- 
chandisers directs this skill in producing footwear which expresses 
the most advanced trends. 





rere MAVEN RR TOE 5 


The Stacy-Adams line covers both the ultra-smart, sophisticated 
types, and the conservative-comfort types—thereby bracketing the 
entire market among men who buy the best. 


A constant expansion in the number of merchants carrying Stacy- 
Adams shoes recommends the line to all who serve the higher grade 
markets. 





May we send you our latest in-stock catalog? 


STAC Y-ADAMS 


COMPANY 
BROCKTON, MASS. 


Custom Grade Shoes Men 


SINCE 1875 
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UT more than that! A Fall Line 
that stands alone for distinction, 
variety and downright value. 


Dainty Maid is famous for footwear of 
unusual smartness . . . boudoir slip- 
pers—soft soles to retail at $1—hard 
soles to retail at $1.95, cocktail sandals, 
sport shoes, evening “open toes”. . . 
footwear with a flair for style, an air 
of luxury... yet priced to tempt every 
purse. The Dainty Maid Fall Line lives 
up to this reputation in every detail, 
it’s the finest we’ve ever presented. 


Share in our success, feature Dainty 
Maid creations and enjoy the best fall 
selling season you’ve ever known. 


At the Boston Show 
Rooms 133-135 
HOTEL COPLEY-PLAZA 
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In Panco Sport Soles 








smart appearance is matched by long 
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and satisfactory wear. Their light 
flexibility, reinforced toe construc- 
tion, authentic colors, and economy 
are their strongest recommendation. 
More and more retailers are specify- 
ing them—and you will see Panco 
Sport Soles on many sample lines at 


the Boston Show. 


PANTHE 


CHELS 
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* 
KS HEELS 


ANC) 
SUEDE 


‘The wire screen in the 


base of this revolutionary heel is the 


























secret of its success. Into it nail heads 
set firmly—lInvisible nailing is made 
possible—and practical. No nail- 
holes to track dirt—Wearing thick- 
ness is materially increased—Edges 
fit permanently tight. Truly a differ- 
ent and superior heel—priced as low 
as any good quality heel. Join the 


many retailers who prefer and spec- 


ify Panco Sta-Tites. 


AEPANCO CO. ANN (Ban) 


Ape STA-TITE 


x 
r CACHES; 
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Seamless pump in stock. 

Patent leather, black kid, blue kid, 
brown kid, black and brown suede. 
19/8 heel — 290 last. 


Gme() 


TRADE MARK 


Compo makes the 
machinery that 
makes the better shoes 


- + . In shoes made by the Sbicca Method, the single sole is 
botded to the upper as a unit of extreme lightness and flexibility. It 
gives the appearance and sensation of being moulded to the foot. 
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Regent pump in stock. 


Black kid and patent leather. 
19/8 heel — 290 last. 


$BICCA METHOD 


A NEW HIGH POINT is reached in the art of 
fine shoemaking. Today the many advan- 
tages of the Compo technique are to be had 
in single-sole shoes made by the Sbicca 
Method. 

There's the true shapeliness, and shape- 
holding quality which results from keeping 
a shoe on the last throughout production. 
Shoes made by the Sbicca Method have an 
exquisite delicacy and lightness which never 
fails to appeal — a softness and flexibility 
which was never known, before the advent 


THE wa ri eays 


of this miracle of modern shoemaking. 
Soles are smooth inside and out, with no 
harsh seams or ridges. Edges are trim, and 
the whole shoe is a unit of beauty and ease. 

Capitol Shoemakers, a Branch of Brown 
Shoe Co., is one of a group of distinguished 
manufacturers who make these shoes in in- 
creasing volume. And in the best stores 
throughout the country, Sbicca Method 
Shoes are regarded as the very finest foot- 
wear to sell — and to wear. Compo Sor 
MacHINERY CorporaTION, Boston, Mass. 
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Tanners of Black and Colored Glazed Kid, for outside 
stock and linings . . now featuring Blue, fashion Browns, 
Crushed Calluna and Eucalyptus Gray for Outside 
Colors; Linings in Pastels and other popular shades. 
Tanners of Genuine Black Glazed Kangaroo. Execu- 
tive Offices, 9th and Westmoreland Sts., Philadelphia. 
Branches, New York, London (England), Boston, Mil- 


waukee, Cincinnati, St. Louis. 





When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, June 30, 1934 


— hard work 
demands heavy duty 
shoe leather 


your customer expects 
the best! 


Long standing reputation for the consistent 
delivery of all the qualities demanded in 
service shoes is the best guarantee in specify- 


ing leathers on your orders. 


Kitchener, a Northwestern leather, has been 
a favorite with work shoe makers and wear- 
ers for over thirty years. Kitchener is tanned 
to deliver full protection with maximum 
comfort — durability to stand the hardest 
abuse — immunity from the effects of ex- 


treme temperature and variable weather. 


In a word—combined in this one outstanding 
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leather are all the qualities looked for and 
demanded by service shoe wearers. Its use 
in your shoes will insure customer satisfac- 


tion and repeat sales. 


NORTHWESTERN LEATHER 


COMPANY TRUST 
BOSTON 





; 


HEAVY DUTY COMPANION 
i OO MP DEB EBRS KID 
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AU LT- SHACKFORD 


presents a consolidated 


line of STYLE and 
FEATURE SHOES 


to retail at $5 to $620 


June 30, 1934 





















Months ago we laid plans to make the Ault-Shackford Line outstanding 
among $5 to $6.50 retailers. 


Working from the basis of long experience producing comfort feature 
shoes, we have added, step by step, features of construction, refinements 
of shoemaking, and expressions of smartest style, so that today, the new 
Ault-Shackford Line is winning unstinted praise. 








The famous repeat-business-building Air-Tred feature is now embodied 
in the $5 group, and has been amplified in the higher range to include 
an “arch pillow” and “heel cushion.” New lasts, which extend the style 
appeal and fitting qualities have been added. 





In every department, the new Ault-Shackford Line expresses the best in 
shoemaking and styling ability, and had a completeness which gives it 
strong sales appeal in a wide market. 


See our Display at the Boston Show, 
Copley Plaza, Room 357 
Hotel Statler, Room 680 
AULT -SHACKFORD 


SHOE CO. AUBURN, MAINE 
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1. 


C 967—4i—‘‘Romany’’—Gore Pump in Black Suede; 618 
Last; 18/8 Continental Heel; for women who dress smartly 
$34 appreciate shoes they can wear with comfort. Price 


2. 


C 930—4i—‘‘Adrian’’—Black Suede Pump; 616 Last; 
16/8 Continental Heel. This last is adapted to smart 
staple shoes as well as more dressy types. Price $3.25. 


3. 


P 660—5! — Air-Tred—‘‘Rosalie’’—Black Crushed Kid 
One Eyelet Tie; 616 Last; 16/8 Continental Heel. This 
smart ‘‘616’’ last fits nearly every type of foot excep- 
tionally well. Price $3.60. 


4. 
P 902—65 — Air-Tred—‘‘Bonnie’’—Five Eyelet Blucher 
Tie; 616 Last; 16/8 Continental Heel. Smart and com- 
plimentary to the foot. Price $3.60. 


5. 


P 455—Air-Tred—‘‘Althea’’—Four Eyelet Gypsy Seam 
Tie; 614 Last; 15/8 Continental Heel; In Stock AAA to 
C. A famous semi-style last. Price $3.60 


6. 


P 450 — Air-Tred—‘‘Daisy’’—Black Kid Step-In Gore 
Pump; 614 Last; 15/8 Continental Heel. Neat, dressy, 
and good-fitting. Price $3.60. 


7. 
P 360 — Air-Tred—‘‘Marta’’—Black Kid Five Eyelet 
Closed Throat Tie; 614 Last; 15/8 Wood Heel; In Stock 
AAA to D. An excellent semi-style last. Price $3.60. 


8. 


W 293—Air-Tred—‘‘Astrid’’—Five Eyelet Blucher_ Tie; 
613 Last; 1242/8 Military Heel; In Stock AAA to D. A 
specialized last; straight-fitting forepart; dressy full toe; 
ample cuboid room. Price $3.60. 


9. : 
W 181—Air-Tred—Black Roy Blucher Tip Oxford; 611 


Last; 10/8 Heel; In Stock AAA to EE. Orthopedic Last 
—Natural Foot Shape. Price $3.60. 
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PROMENADE APEX CALF 
A line of colors, both boarded and smooth 
finish, closely allied to the textile color card. 
Shoe retailers and manufacturers who dis- 
criminate specify PROMENADE for its deep 
rich color and lustre. 
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Uptown 


Shoes 


FOR THE MAN 
ABOUT TOWN 





Stylelights: 


from the New and Greater Fall Line 


of UPTOWN SHOES 


A STAR BRAND SHOE Uptown shoes are right in the style picture and, 
besides, they have the inherent quality that 
appeals to men of good judgment. 


The new fall line of Uptown shoes includes 
more than sixty in-stock styles to retail at five 
and six dollars, high grade shoes in price ranges 
that give you good volume and good profit. 


May we have the opportunity of showing them 
to you? 


ROBERTS,-JOHNSONS RAND 


Branch ~ international Shoe 


ST. LOUIS, MO. 
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SMARTER 
| SLYLES 


IN 
GROWING 
GIRLS’ 
SHOES 


No. 2526 
Two Strap Oxford. 
Made of Brown 
Coquette and Brown 
Calf Straps. 13/8 heel 
last, AAA to C. 

Retail $5.00 


& 


No. 2455 

Unlined Brown Elk 
Oxford. 10/8 heel 
last, AA to C. 
Retail $4.00 


> 





No. 2504 

Black Coquette Ox- 
ford, Black Calf Trim. 
13/8 heel last. AAA 


to C. 
Retail $4.00 


Ne. 2508 
Same in Brown. 







No. 2415 

Brown ‘Thorn : proof 

Oxford. 13/8 heel 

last. AAA to C. 
Retail $4.00 

No. 2418 

Same in Brown Elk. 











No. 2424 

White Washable Kid 
Nurses’ Oxford. Du- 
- 13/8 heel 
last. AAA to C, 3% 
to 9 


Retail $5.00 
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NOW ON THE ROAD 


Curtis-Stephens-Embry again present an outstanding line of 
juvenile welts for Fall and Winter. Those buyers who have 
seen the line are particularly enthusiastic about the new 
flare of styling which appears in the growing girls’ sizes— 
a variety of patterns which appeal to young women demand- 
ing the sophisticated patterns of their elders with the fit 
and comfort of juvenile lasts. This group of patterns is 


made in 


$/4-00 A rEwat 5.00 


While the infants’, children’s and misses’ retail from $2.50 to 
$3.50 with a liberal markup. All infants’, children’s and 
misses’ are made with leather counters, and one piece kid on 
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MOST STYLES TO RETAIL AT 


English calf quarter lining. 


As in years past, the quality of materials—workmanship— 
fitting and wear value recommend this more complete line 
to merchants desiring to get the utmost from their juvenile 


departments. 


Lastly, and an important point for consideration, is the back- 
ing of efficient stock service which has always been the pride 


of Curtis-Stephens-Embry. 


Investigate this high-quality, moderately-priced, promptly- 
serviced line. 


NURSES’ WHITE WELT 


It will pay. 


OXFORD 


This is a new specialty number made 
over a new fitting last in widths AAA 
to C, and up to size nine. So many of 
our dealers are finding extra, profitable 
business with this number, that we urge 
you to look into its possibilities at once. 


It retails at five dollars. 


COMPLETE LINE 


INFANTS’, CHILD'S, MISSES’, GROWING GIRLS’ 


FOOT WEAR 


CURTIS-STEPHENS 7 EMIBRY COMPANY 


Kteadin io A yl) WING 
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— “Sound Values” — 


HARRISON 


POLICY FOR 35 YEARS 


IN SHOES FOR 










ine of — 
» have & 
> new 
izes— 
mand- — 
he fit — 


rs is — 





MEN 
YOUTHS & 


BOYS x 


LITTLE GENTS 





















No. 3013. Boys’ 
Black Bal Wing 
T ba: 







50to & 
3 and & 
‘id on 






1 to 6, $1.45. | 


* * 

























hip— 
e line 
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It will pay every retailer selling popular 





priced men’s and boys’ shoes to investi- 





back- 
pride 


gate the Harrison Line. Here he will see 





what years of experience in specialization 





can accomplish. In every department— 





nptly- 






Room 439 style — materials — construction — 
| Stee capa Tovey ah 
Hotel " 





invited to inspect the new Fall styles at the TON 
Roy T. Johanson Boston Show. BOS 


Joe Rice SHOW 


Aaron Potashnick Forty fast selling styles carried In Stock ' 
Helmer Johanson 


ly 9-11 
In Attendance * Ju y 
* 











LS’ 


| HARRISON SHOE Co. 


EVERETT, MASS. 
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A National Plan to Promote Sales 





their shoes are on hand at that time. 

“I believe many of the smaller stores 
have gained considerably by following 
this same procedure. There is a golden 
opportunity at that time to work out 
special plans and special promotions on 
the going back to college idea. As we 
look through the newspapers in the 
large cities, we notice each year that 
the month of August newspapers are 
flooded with advertisements referring 
to the college wardrobe.” 


B. L. Wales, 


M. N. Arnold Shoe Co., South Wey- 
mouth, Mass. 
* * 4 


"lr would seem that the logical date 
for opening the Fall season would be 
after Labor Day. Aug. 15 would be 
very premature and by having the offi- 
cial opening in September it would 
serve the double purpose of giving the 
retailer two weeks longer to dispose of 
his Summer goods at a profit and also 
give the manufacturer two additional 
weeks in which to ship Fall orders.” 


Jerome A. Altschul, 
Julius Altschul, Inc., Brooklyn, N. Y. 


[CONTINUED FROM PAGE 25] 


“ESTABLISHING some definite date 
for the opening of various sale seasons 
on shoes is correct. This is especially 
so, now that most buyers of shoes must 
plan ahead on their purchases if they 
are to be sure to have merchandise on 
hand in readiness for the opening of 
the seasons.” 


C. F. Dodge, 
S. B. Foot Tanning Co., Red Wing, 
Minn. 


“Wer believe that the idea of setting 
a definite date for the opening of the 
Fall season is worthy of serious con- 
sideration. The beginning of the Fali 
season on boys’ footwear is controlled 
to a certain extent by a school opening. 
In our case Aug. 15 could be the open- 
ing of the Fall season on boys’ shoes 
and at the same time merchants could 
stress the importance of purchasing 
shoes for school opening. 

“If some easy workable plan is 
adopted we are quite sure it will benefit 
all concerned.” 


Paul Knipfer, 
Belle Mead Shoe Co., Nashville, Tenn. 









Mt £ 
THE matter of ‘dating’ Fall seasons © 


is much more complicated than the pro- 
motion of a National Foot Health Week 


and Sport Shoe Week, but notwith- , 


standing, we think that Aug. 1 to 15 is 
a very likely date for consideration. 
White shoes are getting pretty well out 
of the picture about the first of Au- 
gust, and while there are still a good 
many being worn, the sale for them has 
slackened considerably. Therefore, 
there should be no interference with the 
retail merchant’s white selling season. 
“If we can be of any further help to 
you in this sales promotion idea, we 
would be very glad to have you let us 
know about it, and we do not think 
there would be any objection from the 
shoe retailer in having the Boor AND 
SHOE RECORDER put on a Fall promo- 
tional idea. The Fall selling season is 
rather short, and we do not have any 
material to take the place of the part 
that white shoes play in the Spring 
selling season, so anything that will 
work to lengthen the period of Fal! 
shoes should be valuable assistance.” 


E. A. Drew, 
The Irving Drew Co., Portsmouth, Ohio 
[TURN TO PAGE 88, PLEASE] 








AMERICA’S LARGEST SELLING WHITE SHOE CLEANER 









SHU-MILK 


NATIONALLY ADVERTISED—UNIVERSALLY ACCEPTED 















alone. 


There’s little profit in an unknown cleaner, but there’s 
a kig volume in SHU-MILK, and retailers from coast to 
coast are enjoying its quick, profitable turnover. 


SHU-MILK is a quality cleaner that would sell on merit 
But we do more than offer the most efficient 


product in the field . . . we back it with a complete mer- 


Your customers know about SHU-MILK. 


chandising plan and national advertising. 


Stock it, use 


our effective display material and sell SHU-MILK with 
profit to yourself and satisfaction to your customers. 


WALTER JANVIER, INCORPORATED 


NATIONAL DISTRIBUTORS 


NEW YORK 





N. Y. 





1934 § 
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‘om the e 
dee ; SN 
ison ic | OVer fifty shoe manufacturers maintain NR “S 
peony | permanent sample display rooms in The VAY N|_ is NS 
Spring — Republic Building for your convenience. Ni Sais y 
4 bes y as iN Nia 
of Fa % . 
nee.” Shoe merchants from all parts of the § SNe RIN 
1, Ohio | middle west come to this "shoe center" gig 8 | SISTIMK 4 
° e ( ~ N 
tease] — for their buying. ‘VAN NS SiN aN 
ne | Sik SY r 
: | < S 
It is the headquarters for one of the y WA AIA Sx : Se Sal 
R largest merchant-owned national chain | SLI |S Sk “TR 
of shoe stores, and of another famous Al’ .|P SIRSK TS 
° ° ~ ~~ 
company operating ten Chicago stores, | aS N | 3 Ril SHOE 
thus making it a Mecca or "shoe center" SI SINL 
) for shoemen from all points, where every SHH Sk Manufacturers 
ED § type, grade, and price of footwear will WAR sl IRIN's|. 
be found. IE I ® 
COR I SiptelL| You will find Th 
° eye | ei si~ 
The Chicago Shoe Travelers Association | ) sh N NS A ba . ao 
maintains Club Rooms on the | 9th floor, Ike LAIR the best spot in 
with restaurant facilities, where a cordial i BUTI TIS RRL Chi : 
m | ; A Chicago for dis- 
welcome awaits you. | SE I! | 





playing your line. 














aoe ‘ | 
aati RPE PUBLI Sample Rooms | 
Gordon Strong te as low as 
Office of the » ' $30 
— i ghia per month 
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ND reports that the figures for 

the first six months of 1934 show 
an increase over the same period in 1933. 
These are unusual figures, due to the size of 
the chain, but throughout the country shoe 
retailers are enjoying the same proportionate 
profits from Resnick Bros. Handbags. 
These sensational $1.00 handbags can increase 
your sales volume. They sell easily with pairs 
of shoes and build up a profitable business of 
their own. 
Resnick Bros. Handbags offer amazing value 
.. . wide variety, latest designs, newest colors. 
At $1.00 retail they can’t be equalled! Fea- 


ture them and watch your volume rise! 


A well-known shoe chain 


sold 4Ab2.162 


RESNICK BROS. HANDBAGS | 
at $1 retail during 1933 


IN STOCK 


FOR IMMEDIATE DELIVERY 


a 





RESNICK BROS. adios 


vA Inc. "i 
13370 BROADWAY NEW YORK # 
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Quality, Like Character, Endures 


HANAN FAMOUS LASTS 
FOR MEN 


The fame of Hanan Lasts is no idle 

















boast. Everywhere that shoes are sold 
the Hanan name stands for high qual- 


ity and superior workmanship. 


| The international acceptance of Hanan | | | 








Famous Lasts is based upon many years 


* DUPLEX 





of satisfactory selling of a widely va- * HEATHER 
* DUNDEE ried line that meets every requirement * REST 
for comfort and style. 
* NU-PAD * PANAMA 
Build your business on Quality and let 
* TRIDENT Hanan Shoes help you. * DRESS 
* VIKING * DOWNS | 
oe TO RETAIL AT $10.50 TO $12.50 é 








WC. IHANAN & SON, Front, Bridge and Water Sts., Brooklyn, N. Y. 
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66 
ee The 


Innersole 
Incision 


e SAVINGS 
in Rounding 


In one operation the outer sole is 
rounded out and the innersole is cut, 
ready for the splitter. The making of 
the incision for the innersole elimi- 
nates the necessity of rounding out 
the innersole in a separate subse. 
quent process, effeeting important 
savings. 
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Del-Mac system| 





| Innersole 
Waste 


e SAVINGS 
in Splitting 
In one operation the sole is automa- 
tically spliced leaving a finely- 
bevelled sole-shaped opening in the 
innersole, which is now automatic- 
ally rounded, according to the inci- 
sion made in the first operation. As 
a result the innersole is made ready 
for lasting as it leaves the splitter. 





Le ee 


Outersole 


Innersole 


3 


e SAVINGS 
in Sole Laying 


Because of the perfect bevel, the 
bottom part of the sole, in the Del- 
Mac System, fits with perfect pre- 
cision into the sole-shape opening 
in the innersole. Even if the sole is 
shifted in laying, the two soles, 
whether they are to be sewed or 
cemented, reunite without a ridge 
or depression. 


The Del-Mac System Represents the (ERETOESSSSIYS 


and the Newest 


Tie i Modern Shoemaking 
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is not only a better method of 














PREMIER SHOE CO., Inc. 


oe 


e etd 


yom wre og 
oto oe we 
sor ot ° 


ts? 
he ane . 


De? 
© 
a 


. _DAM 
el, the 
Del- 
a et AC System 
pening Oust 
Ar CORPORATION 
— 304 EAST 45th STREET . . ‘NEW YORK 





a ridge FACTORIES USING THE DEL-MAC AND DEL-WELT SYSTEMS: 


Andrew Geller Shoe Mfg. Co. S. Rauh & Company Frank Barber Shoe Mfg. Co. 
, Artistic Shoe Company, Inc. Schwartz & Benjamin J. M. Connell Shoe Co. 
ngs Delman, Inc. Stone Shoe Company 

Elbee Shoe Mfg. Co. Tupper Slipper Corp. Feder-Gregg Shoe Co. 

° Premier Shoe Company, Inc. M. Wolf & Sons, Inc. Grossman Shoes, Inc. 

um gs Wolf-Tober Shoe Mfg. Co. H. & M. Rayne, Ltd., London, England 
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“WE believe that the plan outlined 
for an Aug. 15 Fall opening is a good 
one and receives our hearty indorse- 
ment.” ; 

H. E. Stark, 

Shoe Sundries, Inc., Chicago, Il. 


* * * 


“RELATIVE to the idea of ‘dating’ 
the Fall season, we think this is an ex- 


cellent idea, and we do not think the. 


merchant was too complimentary when 
he said the Boot AND SHOE RECORDER 
might serve as sales manager to set 
a common date.” 


M. D. Ettla, 
The Servus Rubber Company, Rock 


Island 
a * * 


“WE think the idea of ‘dating’ the 
Fall season is quite a large order to 
fill offhand, but we certainly are going 
to give it the benefit of our best 
thought. If our country wasn’t quite 
so big and climatically different, it 
ought to be an easy thing to settle. Any- 
way, we do think that these various 
trade weeks—Foot Health, Sport Shoe, 
Summerweight, etc., ought to be active- 
ly and continuously pushed, and not 


A National Plan to Promote Sales” 


[CONTINUED FROM PAGE 82] 


allowed to fall by the wayside, as has 
so often been the case. 

“With all good wishes, and congratu- 
lating the Boor AND SHOE RECORDER on 
its well-known tendency to remain on 
the firing line.” 


Thomas F. Anderson, 


New England Shoe & Leather Associa- 
tion, Boston 
* * * 


“| ENDORSE the idea, for it may be 
quite effective if the RECORDER would 
‘date’ the industry for an early Fall 
beginning, quite essential to and having 
a bearing on the volume for Fall; but 
I would suggest that by all means this 
date should not be later than Aug. 1. 
Plenty of retailers will, as judged by 
the way they are specifying their ship- 
ping dates on Fall orders we are re- 
ceiving, begin selling Fall shoes, some 
of them in some sections as early as 
July 15—from that to Aug. 1 will be 
about the latest, as by that time the 
semi-annual sales will be over and they 
will start into their early Fall activi- 
ties without loss of time.” 


J. T. Pedigo, 
Pedigo-Lake Shoe Co., St. Louis, Mo. 
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‘idea of ‘dating’ the Fall season. 
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“ AM heartily in accord with your 
Any- 
thing that the Boor AND SHOE RECORDER 
can do in conjunction with the factories 
in getting the retailer to take advan- 
tage of seasonable business will cer- 
tainly solve a great many of our prob- 
lems. Please count on us to back you 
up in any movement of this kind.” 











George Chapman, 
N. B. Thayer Shoe Co., East Rochester, 








* * * 





“In reference to a specific date for the 
opening of the Fall season, it is our 
opinion that Sept. 1 will be early 
enough, as we believe that August 
would be somewhat premature. We, 
however, agree with you that if a spe- 
cific date can be named for the open- 
ing of the Fall season it will help busi- 
ness considerably and you may rest 
assured of having our cooperation in 
helping establish this date.” 


E. W. Allen, 


Allen Edmonds Shoe Corporation, Bel. 
gium, Wis. 
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weight. 


smartest shoes for fall. 








a new leather.....endorsed by Seymour Troy 


. . . . Outstanding shoe stylist and manufacturer, who en- 
dorses Gazelle for its rich quality, fine flexibility and light 
Seymour Troy features Gazelle in many of his 


Gazelle is a beautiful leather with a nap similar to antelope. 
Expertly finished, it is modish and attractive for spectator 
sports and afternoon occasions. 


RASHTI BROTHERS 


47 WEST 34th STREET 














The country’s leading 
manufacturers and retail- 
ers have been merchan- 
dising Gazelle in white 
with great success. It is 
now available in black 
and brown for fall promo- 
tion. Your request for 
samples will receive our 
prompt attention. 







NEW YORK CITY 











ychester, 


ion, Bel- 


Few things will help more to keep your customer saying, 
“See you again” than Spaulding Counters in her shoes. Few things can 
more readily bring about the discomfort that means ‘Good bye forever” 
than stiff, badly fitting, or weak counters. For such counters so easily cause 
blistered heels — twisted backseams — sagging quarters — annoyances that 


drive good customers to other stores and make you spend good money 
finding new customers to take their places. Spaulding Counters will take 
tension and strain off your customer’s heels and out of your business — 
for they are expressly made to fit the last perfectly, on the outside of 
women’s shoes as well as the inside — along the shank — even along the 
arch. Buy more business for yourself — keep ’em saying “See you again” 
— by ordering Spaulding Counters in your shoes. 





nis machine | 
never Fails. 


i 


q 


~ A NY Ane 


ie 
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it always twms out 
HAPPN HEELS 


Moulding is the crucial process in making counters. Cer- 
tainly, all that goes before must be done well —- but 
misjudgment in the moulding means a poor-fitting coun- 
ter. To mould Spaulding Counters, therefore, we have 
developed an automatic moulding machine which makes 
error practically impossible. The human hands in the 
picture need only insert the counter in an automatic 
gauge. The machine does all the rest — perfectly. Every 
time, it turns out “happy heels.” 


SEAULDINGY 


Counters 


North Rochester, N. H. 
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BOOT AND 
SHOE MEN! 


When you come to the New York 
market before and after the Boston 
Shoe Fair be sure to stop where you 


get the most for your hotel dollar 
in New York. 


OVER 300 PLENTY OF 


; SINGLE ROOMS AT DOUBLE ROOMS AT 


' ae 





Whether you come to New York regularly 
or rarely, for conference or convention, 


you'll find that the Lincoln, one of Gotham’s 
" Two-room suites from $7.00. A wide choice 
of sample rooms from $5.00. Special rates 
for longer periods. Send for Booklet B. 


largest and newest hotels, offers you superior 


accommodations for your hotel dollar. 


1400 outside rooms, each with bath and shower, cabinet radio and servidor 
'...PLUS all the advantages of a 4 STAR HOTEL IN NEW YORK 


_ FOR BUSINESS... One 
_ block to Broadway and 
Times Square, 3 blocks to 
_#@if h Avenue and eight 
“Minutes to Wall Streez. 


fine restaurants...the 
coffee room,the main din- 
ing room (with dancing) 
and the cafe and bar. 


FOR RECREATION... 
Sixty-nine theatres with- 
in six blocks. Four short 
blocks to Madison Square 
Garden for sport events. 


FOR QUIET SLEEP... 
High above the noisy 
clatter of the street, our 32 
stories of fresh air and sun- 
shine assure you quiet rest 


Hotel 


JOHN T. WEST, Manager 
Bd FRANK W. KRIDEL, Managing Director 


LINCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 
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ELAMS 
Pre Welt Shoe 


FOR SIZES 2 TO 8 


IN-STOCK 


Children's .shoes are business-builders. 
Satisfy parents on their children's shoe 
requirements and you will have steady 
customers. Elam's Pre-Welt Shoes are 
sure to please . . . their high quality and 
fine workmanship are outstanding and 
their healthful design and perfect fit 
make them ideal for young feet. 
Elam's Pre-Welt Shoes are nationally 
known as the finest made for children. 
Made with Full Grain Retan Soles, Water 
Resisting, Golden Color; Solid Leather 
Counters; Leather Trimmings and Quar- 
ter Linings. 
Established department stores, mail order 
houses and wholesalers feature Elam's 
Pre-Welt Shoes and leading retailers 
merchandise them with great success. 
IN STOCK for immediate delivery .. . 
your order will receive our prompt atten- 
tion. 

The Elam Pre-Welt line of shoes will 

be shown at the Boston Style Show, 


July 9, 10, 11 at the Statler Hotel, 
Room 754. 


F. S. ELAM SHOE CO. 


176 NORTH WATER ST., ROCHESTER, N. Y. 
See Our Line at N. Y. Office 
439 Marbridge Bldg. 

M. E. FINNERTY, Sales Manager 
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Buying Better 
Quality 


Grading Up Trend, Already in Evi- 
dence, to Receive Further Impetus 
at Boston Fair 


THE 15th annual Boston Shoe Fair, to be held in the 
New England metropolis and world’s greatest shoe and 
leather city July 9, 10 and 11, apparently will come in 
on a wave of “better quality” buying that already is 
under way. It is likewise probable that retailers and 
wholesalers at this time will have an opportunity to 
place orders at lower prices than are likely to prevail 
a few weeks later. 

A well-known trade authority, who has been getting 
private reports from retailers in various parts of the 
country, finds that “shoes of character” are going to he 
in greater demand than in the recent past, and that it 
is at last beginning to dawn on retail merchandisers of 
footwear that a nation that can indulge in all sorts of 
luxuries, including fifty-cent cocktails, not only can 
afford to buy better quality shoes but actually wants to. 
He thinks it is time for the retailers to discard their 
inferiority complex. 

If the hundreds of buyers who are coming to the 
Boston Shoe Fair will only find room in their minds 
for this thopght, and will apply it to their purchasing, 
they will be rendering a real service to their trade and 
themselves, in the judgment of the management of the 


Fair. 


APPLICATIONS for display space in Hotel Statler 
and the Copley-Plaza, and for sleeping accommodations 
in the Ritz-Carlton and other “convention” hotels, have 
been coming in from all parts of the United States 
where shoes are manufactured. For, while the Boston 
Shoe Fair is primarily an enterprise for the benefit of 
the New England industry, manufacturers from outside 
always have been welcomed. 

The management reports that practically all of the 
“regular customers” are back as exhibitors, and that 
numerous concerns that never before participated in the 
Boston July show are this year enrolled. 

The Boston Shoe Fair has, from the outset, been noted 
for its educational features and atmosphere, and this 
standard will be fully maintained this year. Retailers, 
wholesalers, stylists and tanners all will find something 
of interest and instruction in the various round-table 
discussions and conferences; and everybody is expected 
to join in the general luncheon-meeting in Hotel Statler, 
July 10, and listen to words of wisdom and optimi-m 
from public men and trade leaders. 
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= | NOTICE 


~~ TO USERS OF 
Quarterlining and Novelty Fabries 
Aoi MADE FROM 


_* Impregnated Napped Woven Materials 


ready is 


lers and 
unity to Respro Inc. has granted licenses under its United States Patents Nos. 
) prevail 1,411,376 and 1,863,469 to the following companies which are 
authorized to manufacture for sale and to sell, either directly or through 
, —— their duly authorized agents, impregnated napped woven materials: 
s of the 
ing to he Acme Backing Corporation 
d that it Allied Rubber & Proofing Co., Inc. 
* ene? Athol Manufacturing Company 
Cambridge Rubber Company 
sorts of L. C. Chase & Co., Incorporated 
nly can Columbia Combining Co., Inc. 


wants to. Duro-Gloss Rubber Co. 

alk: Che's E. I. du Pont de Nemours & Company 
Federal Leather Company 

Goodyear Rubber Sundries, Inc. 

x to the Haartz-Mason-Grower Company 
Hodgman Rubber Company 


ir minds 

ita Meade Rubber Company 

panies Plymouth Rubber Company, Inc. 
rade and Reading Rubber Mfg. Company 
it of the Sanford Mills 


Stedfast Rubber Company 
Vulcan Proofing Company 


Statler The license heretofore granted to Worcester Backing Company, Inc., has been cancelled 


and neither Worcester Backing Company, Inc. nor the Elfskin Corporation is authorized 
odations to manufacture or sell materials falling within the scope of the Respro patents. 
Is, have ‘ : ’ 
d States Selling licenses under the patents above-mentioned have also been 


- Boston granted to the following companies: 
nefit of 


outside American Leathertex Corporation 


Apex Coated Fabrics Co., Inc. 
Arteraft Fabrics, Ine. 


| of the Asher & Boretz, Inc. 
nd that Fabric Leather Corporation 
it che The Landers Corporation 
| Reliable Coated Fabrics Co., Inc. 
The Weiss & Klau Co. 
*n noted Philip G. Whitman, Inc. 
ind this 
etailers, 
neti RESPRO INC. 


nd-talle 


«te Wellington Avenue Cranston, Rhode Island 


ptimi-m 
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STOCK 
the boot 


that selis itself 





Style No. 568 Ladies’ Black Calf 


Style No. 569 Ladies’ Tan Calf 
Calf Lined—Form Leg 


Widths—A B C Price $8.50 per pair 


KIRKENDALL’S 
Ladies’ High Heel 
RIDING BOOT 


Women see this smart, modish 
boot, try it on and buy it. You 
don’t have to sell it... it sells 
itself. A new design, snug fitting 
at the heel, especially adapted to 
those accustomed to wearing high 
heel shoes. Can be worn for hours 
without tiring the foot. Gives that 
neat smallish appearance hereto- 
fore possible only in the most ex- 
pensive dress shoes. A boot that 
meets every woman’s fancy. . . 
put it in stock today. 


Write today for new complete 
catalogue of Kirkendall Boots. 


KIRKENDALL BOOT CO. 
OMAHA, NEBRASKA 


fw ® « 


dhirkendall 
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50 Years at the Fitting Stool 


[CONTINUED FROM PAGE 54] 


back over the period, Sam says it was 
a shame to put those shoes on a wee 
baby foot. 

Accepted almost as one of the family 
right from the start, Sam takes a keen 
delight in reminding his friends that 
he was on the premises before any of 
the three present members of the firm, 
Edward, Jacob and Cletus Reineberg, 
sons of the founder of the store. Ed- 
ward, the oldest of the trio, will cele 
brate his 50th birthday in October. It 
was part of his work, as general handy 
man, to call in the nurse who attended 
Mrs. Reineberg at the birth of the two 
younger brothers. 

Mr. Brueggeman traces with just as 
much pride as any member of the firm 
the growth of the store from the front 
room of the family home to the modern 
three story business place, which has 
built a reputation under the slogan 
“Famous Feet Fitters.” He remem- 
bers well when the business grew to 
such an extent that the family kitchen 
had to be added to the store, and later 
when the second floor apartment was 
converted into a part of the store and 
the Reineberg family found it neces- 
sary to vacate. 

The veteran shoe man likes to re- 
member, too, that it was in his chosen 
profession that he found the girl who 
was later to become his wife and the 
mother of two fine boys. It was forty 
years ago that Miss Margaret Weil, 
Mrs. Brueggeman now, joined the staff 
of clerks at Reineberg’s, and during 
her two-year period of service there a 
romance sprang up which did not end 
with the close of her period as a work- 
ing girl, occasioned by the illness of 
her father, but culminated in their 
marriage. 

During the entire length of his long 
service, Mr. Brueggeman remembers 
but one accident in the store, and in 
that one he was badly burned and 
missed several weeks work. Among his 
many duties 38 years ago, was the job 
of window decorator and it was while 
performing that job that a fire started 
when some tinsel he was using to 
decorate a window during the Christ- 
mas season caught fire and practically 
burned out the window. Sam’s hands 
were so badly burned it took several 
weeks for them to heal. 

Recognized as a pioneer in the shoe 
business, Sam was a charter member 
of the York Shoe Retailers Association 
when it was organized some fifteen 
years ago and served for some time as 
vice-president of that organization be- 
fore he was elected its president in 1933. 
He is at present the treasurer. 


Presented With $1,000 
Check by Employers 


York, Pa—Fifty years is a long 
time in any man’s life, and when he 


spends those 50 years on the same job, | 
for the same employers, it is cause for | 


celebration. And so on June 21 Sam- 


uel H. Brueggeman, veteran shoe sales- | 
was signally honored by the | 


man, 
Edward Reineberg & Sons shoe store 
in York, Pa. Mr. Brueggeman on that 
day celebrated the golden anniversary 
cf his advent. into the shoe business, 
and among other things was the recipi- 
ent of a check for $1,000, presented in 
the name of Mrs. Edward Reineberg, 
now deceased, wife of the founder of 


the store and mother of the present f 


members of the firm. 
Mr. Brueggeman was the honored 
guest at a dinner tendered by the 


families of the three boys now conduct. f 


ing the business and his fellow em- 
ployees. 
integrity and faithfulness were paid 
during the evening, at which civic 


leaders, in addition to his employers, Ff 


spoke, 

Father Breckle, pastor of the church 
Mr. Brueggeman attends, and one of 
the leading Catholic priests in the city, 
started the flow of oratory. Edward 
A. Hirschman, secretary of the local 
Chamber of Commerce, whom “Sam” 
has been fitting with shoes for the past 
10 years, was next on the program, 
and he paid homage to the courteous 
and correct service he has received at 
his hands. He paid tribute also to his 
service on the local NRA board on 
which the speaker is secretary, and told 
how he was selected unanimously as 
the representative of the retail trade. 

Elmer C. Ziegler, president of the 
Guardian Trust Company, an associate 
of the founder of the store and long. 
time friend of the honored guest, was 
present and paid his respects by re- 
marking that anybody who holds a 
job for 50 years is a good man. 

After the guests had spoken, Edward, 
Cletus and Jacob Reineberg, the latter 
acting as toastmaster, extended their 
thanks and appreciation for the long 
service and made presentation of the 
check. Cletus read numerous congratu- 
latory messages received during the 
day, including some from State Secre- 
tary of Highways Samuel S. Lewis, 
Congressman Harry L. Haines, Judge 
Henry C. Niles and Mayor Harry B. 
Anstine. 

The festivities came to a close after 
“Sam” had reminisced back over the 
50 years, telling of the vast changes 
that have come over the shoe retail 
business. 

During the day there was a steady 
stream of flowers, telegrams, letters 
and people into the store to convey 
their congratulations. His fellow em- 
ployees, Miss Daisy May, Miss Laura 
Webb, Miss Catherine Ortmyer and 
Michael Britcher, celebrated the occa- 
sion by presenting “Sam” with a beau- 
tiful arm chair. 





Many glowing tributes to his § 
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When a store depends on a mark which has a great 
reputation as a grade mark, to strengthen public con- 
fidence in its shoes, it is sitting pretty in respect to 
steady, profitable business. And when such a mark can 
be had for just the price of the shoes carrying it, why 
postpone the day when capital is made of it? 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


carries the “BENCH BRAND” mark—a grade mark—on 


cut soles we deliver. No shoe manufacturer is obligated 
to retain it in finishing bottoms. Some do for obvious 
reasons. As the idea of marking finished soles with it 
expands, each party to distribution will profit more by 
helping the public identify fine sole leather. Why leave 
the public in the dark about sole leather? 


It’s an advantage in buying to have the names of shoe manufacturers making shoes 
that carry KISTLER “BENCH BRAND” LEATHER SOLES. Write us for them. 


KISTLE 


WIS TLERD ER COMPANY —-@ipenD. 
=1@) S me) N 7 M A S rs get RARE 






















































In the Inter-animallegiate Track 
and Field Meet, Leaping Lena, the 
Australian entry for the pole vault, 
established a new RECORD by 
clearing 21 feet, 3 and % inches. 








HECK this up with your 
profits on men’s street and 
dress shoes: 
Savages say that whoever wears 
a portion of an animal (tail of a 
fox, feather of an eagle, etc.) will 
develop the virtues of that animal. 
On that theory American athletes 
might well wear shoes of Kangaroo 
to increase their speed and agility. 
As a matter: of fact athletes 
have insisted upon shoes of Kan- 
garoo for nearly forty years. More 
surprising, these shoes do increase 
their speed and agility! But this 
is not magic, for athletes benefit 
from shoes of Kangaroo because 
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it is light weight, pliable, and yet the strongest, weight for weight, of an) 
leather known. 

Add to its lightness, its strength, and its resistance to scuffing, the fact 
that the better grades of Kangaroo take a high, brilliant polish, and you 
will understand why Kangaroo has become so popular in the field of men's 
street and dress shoes. 

Street and dress shoes of Kangaroo give such consumer satisfaction and have 
won such nation-wide popularity, that manufacturers offer them now in their 
styled and in-stock lines. Dealers favor them on account of their imagination- 
provoking advertising’ and merchandising possibilities; because they bring 
customers back for repeat sales; on account of their profit power. 


TANNED 


AMERICA 


SURPASS LEATHER CO. PHILADELPHIA : RICHARD YOUNG CO., N.Y. : ZIEGEL EISMAN, BOSTON 
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This Norwegian Grain Brogue—a sturdy shoe for 


of an) Fall and Winter wear—has that obvious air of sound 

quality and good shoemaking which sells Alden 
he fact Shoes to all men particular enough to desire good 
oe ee style and workmanship, and sensible enough to 
man's demand reasonable price. Retailing from seven- 


fifty to eight-fifty, Alden Shoes are supreme in 
a that intermediate field lying between shoes made 
down to a price and shoes made without regard 


in. their . 
to price, 


ination- 


Alden In-Stock styles are 
illustrated in this catalog. 
Send for a copy today. 


THE C. AL D) i N bi 


ABINGTON, MASSACHUSETTS, U.S.A. 
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AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[B] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
oF this feature. The last is grooved so that the insole saddle 
~~ fits perfectly into the recessed section of the last. 
[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
practical value in the shoe. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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Clways in the Lead 








of Quatity Leathers 


BLACK KID 
BROWN KID 
WHITE KID 
BLACK BRAZILIAN 
WHITE BRAZILIAN 
GLAZED AND SATIN FINISHES 


yt 

















- DUNGAN, HOOD & CO., INC. 


240 WEST SUSQUEHANNA AVENUE, PHILADELPHIA, PA. 


BOSTON, MASS., 83 South St. ST. LOUIS, MO., 1627 Locust St. 
MILWAUKEE, WIS., 744 N. 4th St. CINCINNATI, OHIO, 307 E. 4th St. 
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Do Business More Efficiently by Installing the Recorder 


DEALERS, CHICAGO AREA: 


Personal service available on above subjects—also in 
merchandise promotions—at nominal cost. 


June 30, 


Helps you to “buy 
as you sell’ — to 
know whether each 
shoe is paying its 
way with a profit, 
to go light on slow 
movers, to re-size 
frequently on 
wanted styles and 
sizes. 


Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 

209 So. State Street, Chicago, Illinois 
Gentlemen : 


( ) Please send me samples and prices of your Stock 
and Daily Sales Card Record. 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 





‘ 
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The accompanying letter, received lately at the Tupper 
offices, was something of a jolt. The steady demand 
for Tupper comfort slippers had made us sure every- 
one knew about our complete line and up-to-the-minute 
styles. 


Perhaps in our recent merchandising and advertising 
we have been so enthusiastic about Tupper Sandals 
that we have neglected to mention our Slipper Line. 
Perhaps you, too, thought that Tupper Slippers had 
been discontinued. 


Emphatically NO! Tupper Slippers are finer, smarter, 
lovelier than ever! Our 1934 line comprises every 
popular style and color . . . guaranteed to give your 
customers the same comfort and satisfaction enjoyed 
by the writer of this letter. Like Miss Jaynes, once 





“bu : ze 

ae” — ‘ eS ~ (oe they've worn Tupper Slippers, they'll want no others! 
paying its 4 

1 a profit, 


ones ‘aN ae At Boston See the Tupper Line 


to re-size 
intly on 
ttyles and 
res. 


Rooms 600-602 Statler Hotel 


item 
‘MENT 





—| 


_ WPRUPPER SLIPPER CORP. 





| 


yw Brooklyn, N.Y. || 
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PRACTICAL 
and SMART 


The UCO Lockstitch Process 
provides many improvements 


in the art of shoemaking. 


This modern SEWED SHOE 


combines true flexibility, trim 





appearance and foot comfort. 


rnd 


LOCKSTITCH 











Their growing popularity 
} is significant 





Lightweight 

insoles and outsoles 
Thin shanks 
Close edges 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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9 MILLION DOLLARS 


AYS: 


re promotion for Aug. 15 





WALK-OVER 


@To get off to a fast start August 
15 means you’ve got to be sure 
you have what the public wants. 
Walk-Over CABANAS! * Here’s the 
fashion name and the original idea 
that women want so badly they’ve 
already spent five million dollars 
for it. And sales are mounting daily. 

Patent on Suede: Stylists and 
dress manufacturers agree that the 


bright and shiny accent of patent | 


on suede is the perfect one to go 
with the new fall costumes. 
Nationally Advertised: The two 
Cabanas and the two Sparklets 
shown here will be featured in Pat- 
ent on Suede to over 2'/2 million wo- 
men in the Woman’s Home Compan- 
ion,September issue (out in August). 


GEO. E. KEITH COMPANY 
CAMPELLO, BROCKTON, MASS. 








Patented: The 1934 Cabana is 
protected in name and design for 
the exclusive use of Walk-Over 
retailers. Our unusual stock de- 
partment facilities and at-once 
deliveries help keep down your 
overhead and speed up turn- 


over. *Design Pat. D91349 
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READY NOW .:-: 


for an early ana sucecessiul 
FALL SEASON 

























VELVE]RED 


Shoes for Men 


RETAILING 
$6.50 to $7.50 


Curtis 
oupl|red 


Shoes for Men 
8 
RETAILING 
at $5.00 
e 
NATIONALLY 
ADVERTISED 











































Having completed the most successful season in our history, Curtis Shoe Com- ° 

pany now offer the shoe retailer two outstanding lines of feature shoes for men IN-STOCK SERVICE 
—Curtis Velvetred retailing from $6.50 to $7.50—and Curtis Sup-L-Tred re- 

tailing at $5.00. . 






Each line has unusually effective selling features. National advertising is cre- _ SELLING FEATURES 
j ating a strong demand for Curtis Shoes, and the store featuring them enjoys a ° 
; steady increase of sales, aided by prompt stock service. See the Complete 
Our recent gains in sales, production and new accounts are powerful evidence —_Cyrtis Line on Display 
of the satisfaction which hundreds of merchants find in Curtis Shoes. The Fall 34 Room 406 — Hotel 
and Winter line, with its many added features, is well worth your investigation. Statler, Boston Shoe 
The Curtis Fall Catalog and Selling Service Booklet is now ready. Send for a : Fair 
copy now. ; 














Curtis Shoe Company, Inc., Marlboro, Mass. 


Boston Office, 186 Lincoln Street, Boston, Massachusetts 
Pacific Coast Office, Wilson Connolly, 669 Hotel Hayward, Los Angeles, California 


WHOLESALE DISTRIBUTORS 
Ainsworth Shoe Co. 122-124 Huron St. Toledo, Ohio Morgan-Williams Sales Co. 81 Fulton St. Brooklyn, N. Y. 
M. Goldman Shoe Co., Inc. 626 N. Ninth St. St. Louis, Mo. Wakefield Sons & Co. Honolulu, Territory of Hawaii 
Kelley Shoe Company _ 51 N. Third St. Philadelphia, Pa. (E. R. Fast, Resident Partner, 150 Broadway, N.Y.C.) 















|< 
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/ MONK 
| BROWN 
“noneei 


1/6 


A VOLUME COLOR 


934 











ta mea 


Monk Brown No. 176 is a dark brown 
without any suggestion of drabness. 
The shade tends towards the ruddy 
tone, and is very rich. 









New Evening model in gold 
Paisley with band treatment in 
Amalgamated gold kid— the 










No. 176 Monk Brown is striking in its 











































n alle eae ovciieidiuliil color appeal, because it supplies that 
specific brown with a ruddy under- 
tone that is growing in importance 
for fall. It is unusual to secure so 
| beautiful a kidskin color in the 
medium-price range. 
E e e * e e e e 
- Paisley Kid is a new patterned gold 
or silver kid that resembles rich bro- 
lete cade. Paisley can be dyed to match 
splay Tailored town model in No. 
lotel 176 kid, with unusual vamp any costume color, when the shoe 
Shoe pipe ga lems cakes on a jeweled effect. Trim Paisley 
with Amalgamated gold or silver kid, 
— Shoe Designs by David Levine : ; ' 
Courtesy McGee Die & PatternCo, unsurpassed inquality,and popularity. 
SS. 
. AMALGAMATED LEATHER COMPANIES 
ae | Wilmington, Delaware INCORPORATED 84 Gold Street, New York 
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Evening Sandals 





TUE ETEE 








VEE 








Or TOE sandals, like these by Tupper, are un- 
questionably the outstanding success of the evening 
mode. Progressive retailers are displaying them effectively 
and profitably on Fairy Twinkle Toes. 


NOW there are two types of Fairy Twinkle Toes . . . the 
delicate flesh color, with rose tinted nails, for darker 
toned sandals . . . and the new glossy black, with silver 
nails, which is a vivid contrast for sandals in pastel shades. 


Put Fairy Twinkle Toes to work in your windows. They'll 
display sandals irresistibly, attract more customers, and 
increase your sales volume materially. 


See our complete line at the 
Boston Shoe Fair 
Room 421 
Statler Hotel 
July 9 to 11 


SHOE FORM CO. 


AUBURN, N Y. 


Licensed Manufacturing Branches 
United Last Co., Led., Montreal, Que. 
Northamp England Paris, France 
Frankfort, Germany Melbourne, Australia 
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| designed with this idea in mind. 


Fall Shoe in Eight Profiles 


[CONTINUED FROM PAGE 35] 


right now—from its rubber-soled golf 
versions on into lighter dress types 
that employ its characteristic open 
lacing. The ghillie has come a long 
way from its original shell, the English 
shoe suggested in our outline sketch. 
Apparently it has a long way still to 
go. It adapts itself too well to the 
tailored types now so important, it 
fit; in too harmoniously with the high- 
cu: line, it lends itself too gracefully 
to infinite adaptation in design, to be 
side-tracked for many seasons to come. 

The group of three Kiltie tongue 
models shows three variations of the 
classic Seoteh shell. First we have the 
aciive sports type. No model is more 
important for golf and country walk- 
ing this Fall than the brogue with this 
friiged tongue that so effectively short- 
ens the length of the foot. Pattern 
developments in this model are chiefly 
concerned with various devices to keep 
the tongue in place neatly at the ankle 
line. The model illustrated has its 
laces run through the tongue. Others 
have strap devices with buckles. A 
new patented model has a cross strap 
with elastic gussets. The second Kiltie 


| tongue is a low-riding strap—a flatter- 


ing and practical shoe for spectator 
and street wear. The third model 
shows a semi-dress variation of the 
tongue design. This one profile may 


_ ring the changes from country walking 


to the cocktail hour. 





For Little Girls, What Now? 


[CONTINUED FROM PAGE 41] 


the idea is spreading now to the West- 
ern universities—the girls and boys 
shuffle around in their Summer white 
shoes even when the snow flies. The 
idea sprang originally from economy, 
but it is also endorsed by young people 


- who could well afford to have more sea- 


sonable footwear. But since girls will 
be girls and follow such fads, why not 
offer them new shoes in white? 

The shoe shown in illustration 5 was 
It is 
meant to be worn with white socks. Its 
combination of white calfskin with 
brown service calf reverses the usual 
distribution of leathers in a shoe of this 


_ type. This particular combination was 


endorsed at Antibes and other French 
resorts and has an entirely new and 
smart appeal for the collegiate trade. 





| Pacific Northwest Merchants 


CO. 


ris, France 
by Australia 


H 





[CONTINUED FROM PAGE 56] 


“Concerning discounts. These, as 


_ established by the shoe code are in- 
equitable and also the provision which 
' prevents a shoe manufacturer from 


contributing te the sales promotion 


’ costs of shoes labeled with the retail- 
er’s name and also the provision re- 
| garding carton costs. 


Be it further 


_ “Resolved, that copies of this resolu- 
tion be forwarded to General Johnson, 
NRA Administration. 
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Here... At last! 


AN OPEN TOE 
PADDED SOLE SLIPPER 





Style No. 4000—Women’s Open Toe Kid Slipper, Leather Lined, Padded Sole. 


exclusive NEO PED product 


Open toe effects are the style sensation of the 
day. Now... through the exclusive Naidor 
Process, we are able to offer, for the first time 
in the history of the trade, a padded sole slip- 
per that adds coolness to relaxation and strikes 
the very newest note in smartness. 


* 


Leading retailers have already placed large or- 
ders for this new slipper which fills an old de- 
mand. You will want to win your share of its 
u 1 earnings. Order at once for prompt 
attention. A full range of fashionable col- 
ors... to retail profitably at $1.89. 


* 


We invite your inspection of our complete line 
of comfort footwear at the Boston Shoe Fair, 
Hotel Statler, Room 604, Boston, Massachu- 
setts, July 9th, 10th and 11th. 





NEO PED INCORPORATED 


HARBORSIDE TERMINAL UNIT 1 
JERSEY CITY + NEW JERSEY 










































3 Heights of Heels 


[CONTINUED FROM PAGE 30] 


or similar types of stage dancing after 
one has acquired adequate knowledge 
of the dancing art and when muscles 
have been sufficiently built up to stand 
the strain. Mr. Wayburn looks upon 
the high-heeled shoe as unhealthy even 
for street ahd evening wear. 


High Heels and Beauty 


On the aesthetic appearance of the 
French heel, Mr. Wayburn says: “A 
pretty female foot is charming and 
one’s feet should be dressed in the most 
becoming manner. But high-heeled 
shoes do not make a pretty foot. It is 
impossible to walk gracefully in them.” 
Mr. Wayburn believes that the lower- 
heeled shoe is more adaptable to the 
normal position and proportion of the 
feet and feels that it is unfortunate 
that the high heel is looked upon as 
being very “chic.” “If one uses the 
words ‘sensible’ or ‘solid comfort’ when 
speaking of shoes— women’s shoes 
especially—it suggests something 
sloppy and unattractive.” 

The Wayburn Studios, as has been 
suggested, comprise a health-building 
institution. And to all his students— 
regardless of whether they harbor foot- 
light aspirations or not—Ned Way- 
burn preaches the same _ doctrines. 
(Sixty per cent of his patrons are in 


what may be termed the “social reg- 
ister class’”—people interested in learn- 
ing to dance either to round out their 
cultural education or to build up 
healthy constitutions). Therefore, the 
formulae indorsed within the studios, 
would apply to the every day care of 
the feet as well. 


To Strengthen Foot Muscles 


In the process of pedal muscle-build- 
ing, various heights of heels are worn, 
beginning with a soft shoe (practicing 
shoe) with more of a “lift” than a 
real heel, and then working up to a 
shoe with a Baby Louis heel. Of 
course this statement is limited some- 
what by the specific type of dancing in 
which the student is interested—each 
type of dancing demanding its own 
fashion in footwear. But in a general 
manner, the following system is ad- 
hered to: For the limbering and 
stretching foundation technique, a soft 
ballet shoe with a %-in. lift at the 
heel is worn. Then comes a flat-heeled 
shoe such as the “Mary Jane Flat” 
used in tap and step dancing. And 
after the student has strengthened the 
foot muscles and has mastered the 
technique, a shoe with a Cuban heel or 
one with a Baby Louis heel may be 
used. 
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New England Invites 
Shoe Nation 


[CONTINUED FROM PAGE 27] 


industry’s most illustrious producers 
within its borders. This Fair is a time. 
honored tradition, and is America’s 
premier midsummer footwear market, 
It is only fitting that in this setting, 
once a year, should be held a Shoe Fair 
of national and even international im. 
portance.” 

Transportation companies have 
granted a special round-trip rate of a 
fare and a third in connection with the 
Boston Fair and its accompanying 
trade conventions, on the certificate 
plan. Those who wish to take ad. 
vantage of this fare concession should 
purchase a one-way ticket at starting 
point and ask at the same time for a 
convention fare certificate, in connec- 
tion with the National Shoe Whole. 
salers’ Association convention. At 
small stations at least three days ad- 
vance notice should be given the agent, 
so he may procure certificate. The 
certificate should be presented to the 
proper officer at Hotel Statler, Boston, 
immediately upon arrival, and when 
the legal minimum of one hundred 
tickets have been so presented, the 
certificates deposited will be returned 
to their owners, permitting them to 
purchase ticket to starting point, via 
the same route, at one-third of the 
regular rate. 
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Men’s and Boys’ Opera Slippers 
No. 2300 Kid—In stock in Tan, 
Blue, Green, Black, Red and 
Maroon. Sateen lined. Padded 
kid sole and heel to match upper. 
Flexible counters. 


selling easy. 
ing shades and colors. 
Samples will be submitted gladly. Ask us for those you 
are interested in. 
Our “In-Stock” department is at your service, while 
“Make-up” orders will be filled promptly and to your antin- 


faction. 


Men’s and Boys’ Cuff Slippers 
No. 2100 = Shearling. In 
stock. Full 


conditions, 
SLIPPERS. 

Each slipper is styled and detailed to help make your 
All materials chosen assure proper contrast- 


with 


SWAN SLIPPERS 


The materials in all of our slippers are carefully selected 
to assure you the utmost in quality. Again we offer full dol- 
lar value with high-grade slippers at advantageous prices. 

In our daylight factory, under most favorable working 
carefully trained artisans make S WAN 







SwINGInToO FALL . ’ 









Women’s D’Orsay Slippers 
No. 2760 Kid—In stock in Blue, 
Green, Tan, Black, Patent Leather 
and Red. Crepe lined t 
Folded sock lining. 
sole to match upper. 
Cuban 12/8 heels—Full and _ halt 
sizes 3 to 9. 







canine on SWAN SHOE CO., I ; 
out x [oe - ee ne. Misses’ and Slipecrs s One-Strap 
° No. 1600 Calf—T BI 
Ne. 2440 Kid—In stock in ‘Tan ' Manufacturers, Baltimore, Maryland Brown “and” Red. Sateen ini" 
and Blue. Other rs to order. Padded cowhide sole and heel. A‘- 
Wool felt lined, with ling New York Office Chicago Office Los Angeles Office justable buckle front strap. Swin 
sock lining and cuff. Padded kid Full and half 
>” and heel to match upper. 705 Marbridge Bidg. 209 S. State St. 218 E. Eighth St, c en’s 6 to 12, Misses 
Wisconsin 7-8962 Harrison 5050 Vandike 2735 12% to, 3. ‘4 
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occasionally they will hear a merchant 


just as good value for their money. 


Sh organization is the largest of its 


kind in the country. Its manufacturing 
facilities are of the latest and most modern 
type, insuring production economies that are 
reflected in the price of its product. Enormous 
buying power means lowest raw material costs. 
Its main factories are located in the Furniture 
Capital of America where there is an abun- 
dance of skilled woodworking labor readily 
available. 


While we are primarily manufacturers of store 
equipment, we realize that to function to its 
greatest efficiency, this equipment must be laid 
out to a definite, preconceived merchandising 
plan. Equipment is more than so many feet of 
beautiful wood, glass or metal. Unless it is 
planned and so arranged in the store so as to 
take advantage of every foot of floor space and 
insure customer and clerk convenience, it is 
not worth the money that the merchant pays 
for it. 


And so we maintain a staff of store planning 
engineers, men of long and varied experience 




















, GRAND RAPIDS STORE ™ 
* EQUIPMENT COMPANY 


Main Offices and Factories: 
Grand Rapids, Michigan 


Branch Offices and Representatives in Principal Cities 


GRAND RAPIDS 


STORE EQUIPMENT? 


© Our representatives, who cover every part of the country, tell us that 






























say "Why should | buy store equipment 


from GRAND RAPIDS when | can get it right here?" This is an easy question 
for our representatives but perhaps other merchants have asked themselves the 
same thing, wondering if some local or nearby concern could not give them 


in meeting merchandising problems in all 
parts of the country and under every conceiv- 
able condition. The importance of this part of 
our service cannot be overestimated. It is 
available to any merchant anywhere. 


GRAND RAPIDS Store Equipment is not only 
modern and beautiful in appearance, but thor- 
oughly practicable. While it is designed to 
carry and display merchandise to best advan- 
tage, it is also designed to sell that merchandise 
and sell it profitably. 


A third of a century devoted to store designing 
and the manufacturing of store equipment, a 
list of customers that reads like a “Who's V/ho” 
in the retail merchandising field, an unques- 
tionable financial responsibility — these all 
answer affirmatively the question “Shall I in- 
sist on GRAND RAPIDS when I purchase store 
equipment?” 


Request for an estimate of the cost of modern- 
izing your store for modern business will not 
obligate you and will receive prompt attention. 





MAIL THIS COUPON TODAY 
B-7 





Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 


Name Address. 














City State. | 





When writing advertisers please mention Boot and Shoe Recorder 










BOOT AND SHOE RECORDER, June 30, 1934 Ff 























“How nice 


they look inside!" 





Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will | 


impress the customer favorably. 


It is Furnished in white, gray, fawn 


and other appealing colors. 


Ni 


RE6.U.S. PAT.OFF. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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The Outstanding Feature 
Shoe of the Year 


| 4 > 
4 Charles Cristy’s > 




















we 


‘| VITA-FLEX Shoe 


AN ADVANCEMENT IN MODERN SHOEMAKING BRINGS TO YOU IN 


VITA-FLEX 


A SHOE WHICH INCORPORATES MORE FEATURES THAN ANY OTHER 
SHOE EVER MADE 


4 > 
> 
> 


4 | 

q . 

WHY VAITA-FLEX WILL OUTSELL THE ORDINARY 
SHOE AS WELL AS ANY OTHER FEATURE SHOE 








THE CRISTY VETA-FLEX SHOE MAKES WALKING A PLEASURE 


CRISTY VE TA-FLEX SHOES «2 «a 


No breaking in 

Maintain their shape 

Keep out heat, cold and dampness 

Protect you from penetration of nails, tacks, glass or stones 


Eliminates the use of shoe trees 


»>rmrmr>DD 


Lasts longer 
Made in latest styles © 


DURABILITY 100% SALES APPEAL FLEXIBILITY 


CRISTY VITA-FLEX 
SHOE CORPORATION 


54 COMMERCIAL ST. . ....... WORCESTER, MASSACHUSETTS 


> 








SEE THIS ULTRA MODERN SHOE ON DISPLAY 
ROOM 446 : HOTEL STATLER 
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uede Calf is again a predominant feature in 


fall and winter styles for women’s fine shoes. And for 


VELVET 


SUEDE CALF 


Does not crock or smut 
@ 
HUNT-RANKIN LEATHER CO. 


e BOSTON e 
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A NEW LINE 
™ GOOD NEWS 


FOR DEALERS 


WHO ARE LOOKING FOR A SMARTLY 
STYLED AND QUALITY-BUILT LINE 
OF WOMEN'S AND GIRLS' 
NOVELTY AND ARCH TYPE FOOTWEAR 


TO RETAIL PROFITABLY AT 


$4.00 4% $5.00 


DONT FAIL TO SEE THIS NEW LINE 
ON DISPLAY AT 
THE BOSTON SHOE FAIR 
ROOM 315, HOTEL COPLEY PLAZA 


in attendance 


ARTHUR G. QUIMBY OSCAR J. NEWTON ELLIOTT WILLIAMS 


METRO-CRAFT SHOE CO. 


BRANCH INTERNATIONAL SHOE CO. EASTERN DIVISION 
MANCHESTER, N. H. 
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BUY. 


Hosuateagntil 
THE "MULE" SALES STILL LINGER IN 
THE MIND OF THE RETAILER. 
THE WORD GOES AROUND 


THAT THE SHORT VAMP 
: IS IN TO STAY. 


iN) 











lenes 
WHITE 
KAFFA 
PATENT 

© sMART e | $ 

© PRACTICAL @ 1. 50 

@ SALEABLE © | 2% te 9 PRIBNDLY 

Write for CATALOG. HE dus EB” 


LION SHOE CO., INC. 


145 DUANE ST. N.Y. C. 
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e SEE OUR NEW FALL LINE ¢ 


AT THE 


BOSTON SHOE FAIR 
ROOMS 701, 703, 705—HOTEL STATLER 


THE MOST OUTSTANDING LINE WE HAVE EVER 
SHOWN — THE SMARTEST STYLES — THE FINEST 
MATERIALS. 

— IN ATTENDANCE — 


MILES BLEECKER, Pres. 
LOUIS GREENWALD AL. EPSTEIN 
“MICKY” MANHEIM BEN BLACK 


BLEECKER SHOE CO., Inc. 


“THE LIVE WIRE HOUSE” 


138-140 DUANE ST. NEW YORK CITY 
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WATCH 


THE NEW YORK MARKET} 
PAGES FOR FALL SHOES} 


SMART, POPULAR PRICED, 
FAST-SELLING SHOES 


FOR ALL OCCASIONS 


IMMEDIATE DELIVERIES 





BUY IN THE 


NEW YORK MARKET 


* 
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THE SHOE PARADE FOR FALL 


= PREWELT VALUE 
\ (5¢ 


SIZES 3-6 
SIZES 6//2-8— $1.00 









145—PATENT LEATHER 
146—WHITE ELK 
147—JERSEY ELK 
OXFORDS AND PUMPS 
SAME PRICE 


143 DUANE ST. 
NEW YORK, N. Y. 


120—PATENT LEA. 12i—WHITE E 

122—JERSEY ELK 123—BROWN E 
129—BLACK ELK 
_——. 


oR 


GENUINE BUCK—2 to 
GENUINE BUCK—6" to 8 


MORRIS SHOE CO., INC. 





* 
Smart SumMER STYLES 
POPULAR PRICED RETAILERS 
FOR 
LEISURE, SPORTS AND EVENING 
WEAR 
BUY IN THE 
* NEW YORK MARKET * 
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HOW TO REACH THE NEW YORK SHOE MARKEE 


We hope you will 
consider thisacordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue ex: 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers _ Street 
Station. The great 
wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 
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| The Pedicharm Shoe 


ETE 


1S, IN STOCK 


A Large Assortment of 






FASHIONABLE—CORRECTIVE 
AAA-D SIZES 6-12 


Beautiful and Latest Pat- 
terns in Diversified 
Leathers 


To Retail at $44 and 55 
SEE OUR NEW FALL STYLES ALREADY ON DISPLAY 


*1.40 


~e-2oo-* 


ECONOMY WORK SHOE (= 


No. 490 








) ( 
LAZARUS FRIED & SONS, INC. B. FRIEDMAN SHOE CO., INC. 
118-120 DUANE ST. NEW YORK City § 109 READE ST. NEW YORK CITY 
POLL LOCC UCCUUCCCY) 


THe“SARATO 








GA” SANDAL 


A HUGE SUCCESS 


*2.10 


for immediate delivery 








| 
< | No. 8001I—WHITE KID 
4 ALSO 


No. 8002—WHITE FAILLE WITH WHITE SATIN STRIPPING 
No. 8003—BLACK FAILLE WITH BLACK SATIN STRIPPING 


WIDTHS AA-A-B-C 


GOING STRONG! 


SIZES 2'2 TO 8 


LEVEY BROTHERS SHOE Co. 


= 144 DUANE STREET NEW YORK CITY 


SNARES VVVS BBV VVBVBAR DBA VVVVVVVDVVVSDVSVBVVBVVVVVVVVVSTVVV VBS TFVVVVVVVVTVVTVVVVVVTsY 
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SECTION OF WELTING, GRAIN SUR- 
FACE LIP RAISED. AFTER STITCHING 
LIP IS CEMENTED DOWN AND IS 
INTEGRAL WITH BASE. COLORS— 
BLACK, TAN, MAHOGANY, 
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DISTINCTIVE STYLE NOTE 
FOR FALL AND WINTER SHOES 


The shoe illustrated is made with 
our new style CW-2 welting. A flat 
Goodyear welt with a bold four-to- 
the-inch separation on the grain 
surface. The welt is “channeled” 
and stitched “blind” leaving the 
pattern undisturbed. 


Already accepted by many repre- 
sentative producers of men’s shoes, 
it is recommended as a “distinctive” 
style, to help in the programme of 
“separating the seasons” and selling 
shoes for Fall and Winter that are 
heavier in appearance as well as in 
fact. 


‘BROCKTON - MASS- 


BARBOUR WELTING COMPANY 
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Wholesale Prices Up in May 


WASHINGTON, D. C.—The average of 
wholesale commodity prices advanced 
by five-tenths of 1 per cent in May 
according to an announcement made 
by Commissioner Lubin of the Bureau 
of Labor Statistics of the U. S. De- 
partment of Labor. The Bureau’s in- 
dex number for the month rose to 73.7 
per cent of the 1926 average as com- 
pared with 73.3 for April. 

“The present index,” Mr. Lubin con- 
tinued, “reverted to the level for 
March, 1934, the highest point reached 
since April, 1931, when the index stood 
at 74.8. The upward trend in prices 
was well scattered with 211 items, or 
27 per cent of the total, showing price 
advances. One-half of the items, 390 
in all, showed no change in average 
prices. Declining, prices were reported 
for 183, or 23 per cent of the com- 
modities carried in the Bureau’s index. 

“Of the 10 major groups of com- 
modities covered by the Bureau, six 
showed an increase, three recorded a 
decrease and one, farm products, re- 
mained unchanged. Raw materials in- 
cluding basic farm products, raw silk, 
crude rubber and other similar com- 
modities showed no change from the 
level of the month before. Semi-man- 
ufactured articles including such items 
as leather, rayon, iron and steel bars, 
wood pulp and other like goods de- 
clined by one-fourth of 1 per cent. 
Finished products, among which are 
included more than 500 manufactured 
articles, moved upward by approxi- 
mately 1 per cent. 

Declining prices for clothing, cotton 
goods, silk and rayon, woolen and 
worsted goods, and other textiles re- 
sulted in a decrease of 2% per cent 
in the index for textile products. The 
index for May was 31% per cent above 
the index for May, 1933, and 35% 
per cent higher than for May, 1932. 
The current average for this group 
now stands 19 per cent under the aver- 
age for May, 1929, when the index 
was 90.7. The hides and leather prod- 
ucts group decreased slightly more 
than 1 per cent, due largely to lower 
prices for hides and skins and leather. 
The average for shoes remained at the 
April level. Chemicals and drugs 
showed a minor decrease between the 
two months. 


The index of raw materials, which 
remained unchanged during the month, 
is now more than 21 per cent over 
May, 1933. The average for semi- 
manufactured articles, which showed a 
fractional decline, is at present more 
than 20 per cent higher than May, 
1933. With an increase of nearly 1 
per cent during May, the index for 
finished products is now 16 per cent 
above the level of May, 1933. Non- 
agricultural commodities, which showed 
an advance of one-half of 1 per cent, 
are 17 per cent abdve May, a year ago. 
All commodities other than farm prod- 
ucts and foods, which rose slightly dur- 
ing the month in average prices, are 
now approximately up 19 per cent. 


DATES TO REMEMBER 


Boston Shoe Fair, Displays in Hotel Stat- 
ler and Copley-Plaza. 
National Convention Shoe Whole- 
salers, 
General Convention N. E. Shoe Re- 
tailers, 
Directors Meeting N.S.R.A., 
Harbor Outing, Boston 
Travelers Assn., 
All at Boston 
Boot and Shoe Travelers’ Assn. of New 
York, Annual Outing to entire shoe 
industry, Glenwood Landing, L. |... July 
New York State Shoe Retailers’ Annual 
Convention, Hotel Statler, Buffalo, 
Sept. 9, 10, II 
National Industrial Stores Association 
Annual Convention, Wm. Penn Hotel, 
Pittsburgh, Pa. .......... Sept. 10, 11, 12 
N.S.R.A. Style Conference, Hotel Astor, 
New York Sept. 24, 25 
Spring (1935) Leather Opening, Hotel 
Astor, New York Sept. 24, 25 
National Shoe Retailers Association An- 
nual Convention (city to be announced 
later) Jan. 6, 7, 8, 9, 1935 
National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 
Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 
Middle Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 


Jan. 21, 22, 23, 1935 


Shoe 


The index number, which includes 
784 commodities or price series 
weighted according to their relative 
importance in the wholesale markets, 
is based on average prices for the 
year 1926 as 100.0. The accompany- 
ing statement shows index numbers of 
groups and subgroups for May of each 
year, 1929 to 1934 inclusive, and April, 
1934. 


Marked Sales Gain 


NEW BEDFORD, Mass.—Shoe sales 
have shown marked gain here, accord- 
ing to leading retailers. Eliot Shool- 
man, treasurer of the Morse Shoe 
Stores, reports a very gratifying in- 
crease in business as does P. V. 
Fredette, department manager of the 
Cherry & Co. shoe business. Others re- 
port increases with the belief that shoe 
retailers can all breathe easier so far 
as the future is concerned. 


New Bedford Stores Merge 


NEW BeEpDFoRD, Mass. — Announce- 
ment has been made of the merger, 
within a week or two, of two well- 
known shoe retailing firms—The Walk- 
Over Shop, 236 Union St., and the Trull 
Shoe Store, 233 Union St. A sale is 
now being conducted at the Walk-Over 
store following which the two stores 
will be merged and operated at 236 
Union St. 

Phillip Greene has been manager of 
the Walk-Over store and Carlton Trull 
manager of the men’s department and 
Hugh Corniff manager of the women’s 
department at Trull’s. Charles Borget 
is president, Frank Rowbotham, clerk 
of the corporation and Mr. Trull, sec- 
retary of the Trull corporation. 


Southern Managers Meet 


NASHVILLE, TENN. — Fifteen store 
managers of the Southern district of 
Miller-Jones Shoe Company were pres- 
ent at the convention held here. J. A. 
Bailey, of Columbus, Ohio, buyer and 
merchandising manager, presided at 
the meeting, and E. L. Miller, manager 
of the local branch, acted as host. All 
managers reported good business with 
prospects indicating a Fall increase of 
about 15 per cent. New Fall styles 
were shown. 
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HANNAHSON?’S 
Evening Sandal Headquarters 


ADVANCE SHOWING OF 
NEW STYLES—JULY 20th 
DELIVERY. You can depend 
on us for the best fitting 
sandals and our styles are out- 
standing. 









LASSIE 
















R1100—Genuine Silver Kid..... 5 
R1104—Black Faille—Silver Loop Strap 0 <= Cle 
R1106—White Faille—Silver Loop Strap...... 2.35 
NE TEE 5 6/6000 ss w0edesapweseese . Ly} 


2. 
R4130—Black Velvet Tio & (Quarter Satin 
Stripping & Loop Strap...... 2.00 


42 Last—Round Toe—-20/8 Louis Heel. 






















R110i—Genuine Silver Kid.................. + 4 

R4127—Black Faille—Loop Strap........ 2.01 

R4129—White Faille ..........ccccceecceeee 2:00 
24 Last—Round Toe—10/8 Block Heel. 












SOLO 














SO Sarre eee rer re $2.10 
PE ED bis cedecctcctcsevctben 2.10 


42 Last—Round Toe—20/8 Louis Hee. 
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| Shoe Production Shows 
| 18.3 Gain For Year 







































































Table 1. - PRODUCTION OF BOOTS, SHOES, AMD SLIPPERS, OTHER THAN RUBGER, BY CLASSES: APRIL AND MARCH, 1054; APRIL, 1953; 
AMD IMSUABY “APRIL, 104 AND 1999 _ 
FRO@WTION (Petre) 
cin april mre april Per cent of 
196 1984 2998 5 y 
Boots, shoes, amd slippers, totel....c.s000- 33,308,152 36,366,080 27,680 029 1684-1985 
Be ms low cut tote and shone (leatier), total....... 27,780,270 20,062,190 23,105,107 8.3 
Mente: ~~ 
“ 5,790,006 8 4,005,466 74 
2,506,548 yy) 1,521,608 
Boys’ and youths 1,906,076 1,502,726 1,606,638 19.8 
Sanen's 12,876,507 14,005,714 10,726,476 51.2 
Misses and chiléren 3,223,067 3,608,306 2,985,385 3.3 
1 ° 2,700,268 1,098,006 1,619,556 15.8 
ataletic 3/ 103,986 120,285 99,208 9.9 
162,076 156,506 132,088 19.7 
All-fabric (satin, canvas, ) Seecscecescccsersecees| 385,995 506,658 ovr eno 17.4 
Slippers md moceasine for house wear, Wwtal.......0e+0| 3,428,306 3,565,138 2,528,633 a2. 
Len th or. 768,984 (086,463 626,708 44 
Pert lewer, feats 2,661,400 2,700,670 1,966,867 
masntese cutis ant 423 otase Sectotameessesosesesesees 1,276,560 1,145,048 1,083,226 a0 
19.0 
i Figures revised to include Gate received uf ter publication ef Mareh report. 
A mimes eign (-) dmotes decrease. 
Excluies footumr with fabric uppers cai rubber sles. 
TALE 8. - PRODUCTION OF BOOTS, SIDES, AMD SLIPPERS, OTHER THAN RUBRER, SY STATES: APRIL AND MARCH, 1936; APRIL, 1995; AMD 
JAMOARY-aPRIL, 1954 amd 1989 
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WASHINGTON, D. C.—Statistics on 
the production of footwear, other than 
rubber, by classes and states, for April, 
1934, as reported to the Bureau of the 
Census by 947 factories, are given in 
the above tables. 

The total production of footwear in 
the factories reporting for April, 1934, 
indicates a decrease of 5.8 per cent 
from March, 1934, and an increase of 
20.6 per cent from April, 1933. Pro- 
duction during January-April, 1934, 
shows an increase of 18.3 per cent as 
compared with the same period of 1933. 
For the past three years, the month 
of April shows a decrease in produc- 
tion when compared with March. 

Last year at this period, factories 
were busy with orders placed presum- 
ably to beat anticipated higher prices. 
This year production is based on orders 
placed from sales replacements. 

New York leads for the month in the 
total number of shoes made. Massa- 
chusetts closely follows, while Missouri 
comes next. The latter state shows the 





greatest per cent of increase for the 
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of the year (29.6%). New York is 
next with a gain of 28.4% for this 
same period, then comes Maine with a 
gain of 26.5% and Illinois with a gain 
of 24.3%. Massachusetts shows a low 
gain of 4.7%, while Wisconsin is 
the only state to indicate a loss in pro- 
duction (2.6%). 
















All above styles carried AA to © widths. 
Our white fabrics are especially treated for dyeing. 


* Send for IN-STOCK BULLETIN 


Terms 2% 10 days, Net 30 F.O.B. Factory 
PRICES SUBJECT TO CHANGE WITHOUT 
NOTICE 

Our line on display during the Bos- 
ton Shoe Fair July 9-11—Statler 
Hotel—Rooms 574 and 576 


HANNAHSON’S SHOE CO. 
HAVERHILL, MASSACHUSETTS 
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Ward Store in Louisville 


LOUISVILLE, Ky.—Officers acting for 
Montgomery Ward & Co., Chicago, have 
signed a 20-year lease for the John 
C. Lewis store. The lease is on a per- 
centage basis, but is expected to total 
at least $600,000 in 20 years. Mont- 
gomery Ward & Co., which has op- 
tional renewal for an additional 20 
years, plans to start work July 1 on 
$50,000 worth of remodeling and to 
open Sept. 1. 





Store Moves 


INGLEWOOD, CALIF. — J. B. Miller, 
proprietor of Miller’s Boot Shop, has 
moved his store from 105 N. Market 
Street to 149 S. Market Street and 
greatly enlarged his stock. The new 
location is newly finished in mahogany 
trim and new chairs and other equip- 
ment have been installed. Men’s, wo- 
men’s, and children’s shoes of the bet- 
ter grades are stocked. The re-vamped 
store has 26 chairs. 
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Morehouse-Martens’ Shoe Department 





COLUMBUS, OHIO — The transforma- 
tion of a shoe department in a depart- 
ment store from one having an average 
price of $3.95 to one that has “traded 
up” to the extent that the average sell- 
ing price is $6.50, within a year’s time 
is a feat which has attracted wide- 
spread attention in Columbus. This 
rapid transformation in Morehouse- 
Martens Co. was done by Allan V. 
Evans, as buyer, ably assisted and 
abetted by Richard Gensel the merchan- 
dise manager of the department. 

Mr. Evans has an extensive back- 
ground of ‘shoe merchandising. In 
January, 1933, he assumed his present 
position. He found that the average 
selling price was $3.95. He decided, 
after frequent conferences with the 
merchandise manager, to put in a well 
advertised line of shoes on which they 
could expect volume business. He 
chose the Paradise line selling at 
$6.50. Then for a corrective shoe he 
put in Foot Friends and for a higher 
priced line put in Florsheims which 
sell up to $10.50. 

In the meantime, the department was 
moved from the second floor. The lo- 
cation is ideal and has the advantage 
of being contiguous to the sections de- 
voted to selling dresses, coats, mil- 


linery, and other women’s apparel lines. 

The changing of the grade of shoes 
and the consequent advance in prices 
did not reduce the volume of business 
at any time. In March of this year 
there was a gain of 89 per cent over 
sales in March, 1933. While this com- 
parison may not be entirely fair owing 
to the bank holiday in March last year, 
still the marked advance in sales will 
show the wonderful progress made in 
the department. 

Another help in popularizing the de- 
partment after it had become higher 
priced is the service given customers by 
a well-known foot doctor. He is at the 
store on Thursday of each and consul- 
tation of customers with foot troubles 
and pains are free. He does not ad- 
vertise corrective shoes but points out 
the treatment, if any, that is needed 
and the sort of shoes to be worn to aid 
in the correction of the trouble. 

Mr. Evans believes that if it were 
not for the cooperation given him by 
the merchandise manager and execu- 
tives of the store he could not have 
accomplished what he has. Through 
this cooperation and by means of giv- 
ing service in every way, the store has 
made a record of which it is justly 
proud. 





Rural Retail Sales in May 


WASHINGTON, D. C.—Preliminary 
estimates of general merchandise sales 
in small towns and rural areas show a 
gain in daily average dollar volume 
from April to May of 6% per cent, 
according’ tothe Bureau of Foreign 
and Domestic “Commerce. This com- 
pares with an increase of 2% per cent 
from April to May in 1933 and with a 
decline of 6 per cent in 1932. 

Sales in May were 25% per cent 
larger than in the corresponding month 
of 1933, the same as the aggregate in- 
crease for the first five months of the 
year as compared with the same pe- 
riod of last year. 

The percentage changes given above 
are based on average daily sales so 
computed as to eliminate the effect of 
differences in the number of working 
days of the several months, and to 
allow for the varying sales importance 
of the several days of the week. 

These estimates are based upon fig- 
ures furnished by three large mail or- 
der companies for sales by mail only, 


and a large group of chain units oper- 
ating in the small towns and cities of 
the agricultural regions of the country. 
Only those chain units are included 
which have been in continuous oper- 
ation during the period covered. The 
total sales of the sample represent 
about one-fifth of all general merchan- 
dise sales in places of less than 30,000 
population. This is the fifth of a se- 
ries of data set up by the Department 
of Commerce to aid in tracing pur- 
chases by consumers. 





Remodeling Shoe Department 


DETROIT, MicH.—Remodeling of the 
shoe department at B. Siegel and Co. 
is scheduled to start in a few weeks. 
The department, on the fifth floor, is 
cne of the oldest in the city among the 
larger downtown stores. Siegel’s is 
believed to occupy the oldest original 
structure of any large downtown de- 
partment store, and the department will 
be transformed from its present digni- 
fied, somewhat old-fashioned style, to 
a strictly modernistic manner. oa 
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Duflex Sole. 


The smartest styles in young women’s sport shoes. 
Top. 


#$308—Smoked Elk 6!/2-inch Cam 
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Also protects 
Has a slip-proof, damp-proof sole and 


t, mellow leather. 


FOR CAMP 


p Fire Girl, and young woman needs 
ivities and week-end outings. 


protection and foot comfort. 


of sof 


ylish. 
your trim and extra summer pairage at full profit is 


The upper is 


Every Senior Miss, Cam 
, pair for her vacation act 
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heel. 
THE ONLY EXCLUSIVE GOODYEAR WELT ORGANIZATION IN THE ST. LOUIS DISTRICT 


_ here is the ideal foot 
* Show them in 


‘sure to result. 
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It will pay 
you to visit 
the display 


of 


EVANS 
SLIPPERS 


Room 233 
Hotel Statler 
Boston, July 9-1 | 


Many Smart New Ideas for Both 
Men and Women Among 200 
Styles Shown 


FOR MEN 
Hand Turns 


Cements 


Padded Soles 





FOR WOMEN 
Padded Soles 
D'Orsays 
Boudoirs 





EVANS SLIPPERS 


Retail From 
$2.50 to $5.00 


L.B. EVANS’ SON CO. 
Wakefield, Mass. 
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New Fall Hosiery Shades Highlighted 


New York, N. Y.—Ten new tones 
are highlighted i in the 1934 Fall Hosiery 
Card just issued by the Textile Color 
Card Association to its members. Each 
of these shades, it was pointed out, has 
been especially created to complement 
some significant color note in Fall cos- 
tumes and shoes. 

For early Autumn wear, special 
emphasis is given light warm browns 
and dark neutral beige, as interpreteu 
in the three following tones: 


“OLERA ... clear golden brown. Blen¢e> 
with a wide range of warm browns, includ- 
ing new chestnut and Tobacco types; Q.i 
greens; rusts; “faded leaf’ shades, includ- 
ing gold, russet and tawny tones. 

Shoes: Marrona; Indies Brown; Tailleur 


Green. 
CEDAR .. . warm brown of coppery 
undertone, High style complement to rust, 


coppery a.d cedar browns. Also keys cor- 
rectly with yellowish greens and lively 
hues. 

“hoes: Smartest harmonizing shade with 
Indian Copper. May also be worn with 
Marrona and Tailleur Green. 

TROTTEUR ... dark beige of brown- 
ish cast. Harmonizes smartly with neu- 
tral browns. May also be worn with 
greens and black. 


Shoes: Indies Brown; Marruna; Biscay 
Brown: Fawn Brown; Tailleur Green: 
Black. 


Highly important as a new fashion 
theme for late Fall and Winter promo- 
tion are the medium and darker brown 
shades, which will be developed in very 
sheer hose of fine quality. They take 
on special significance because of their 
close harmony with browns of similar 
tonality stressed in costumes and acces- 
sories. In this high style group are: 

MARRONA ... rich brown of the chest- 
nut type. Important complement to a 
wide range of warm browns. Also smart 
with greens and rusts. 

Shoes: Keyed especially to Marrona 
leather shade. May also be worn with 
Indies Brown and Tailleur Green. 

JAFFA BROWN ... dark warm brown. 


For late Fall and Winter wear with me- 
dium and darker browns of similar tonal- 


ity. May also be worn with dark greens. 

Shoes: Indies Brown; Tailleur Green. 

CLOISTER BROW. . deep neutral 
brown. High fashion ‘color for Winter 
wear with dark browns. 

Shoes: French Mahogany; Brown Taupe; 
Indies Brown. 

New renditions of taupe add a smart 
restrained note to the Fall hosiery pic- 
ture. Because of their neutral quali- 
ties, these subdued shades are appro- 
priate with a wide range of Fall cos- 
tume and shoe colors. Classified in this 
taupe family are: 

SMOKEMIST .. . light taupe of beige 
undertone. Stressed for general wear with 
navy and medium blues; wine and bluish 
reds; taupes and greys; purplish tones; as 
Black Cherry; light 
bluish greens; black. 

Shoes: Marine Blue; Brown Taupe; 
Flintgrey; Biscay Brown; black. 

FAWNTAUPE . . medium “taupe of 
Significant shade for wear 
with new mahogany browns; wine reds. 
brownish taupes; purplish tones of the 
“Black Cherry” type; bluish’ greens; 
black. 

Shoes: French Mahogany ; Brown Taupe ; 
Biscay Brown; Tailleur Green ; black. 

TAUPEBARK ... dark taupe of grey 
cast. Emphasized as an important neutral 
tone coordinating with darker greys and 
taupes; navy; wine reds; purplish tones; 
black. 

Shoes: Gungrey; Marine Blue; black. 

CLASSIQUE, a smart flesh tone with 
a warm glow, has been created espe- 
cially for evening wear. It may also be 
profitably merchandised for afternoon 
occasions, such as the cocktail, dansant 
or tea hour. 

As usual, the hosiery card contains 
large loose-leaf swatches for dyeing 
purposes and tabs of the hosiery ma- 
terial as a permanent color record. A 
practical merchandising feature con- 
sists of the coordination notes printed 
under the tabs, indicating the correct 
relation of each hosiery tone to the 
fashionable new colors in Fall costumes 
and shoes. 


greyed browns 


brown cast. 





More Tailored Shoes 


Detroit, Mico.—A definite trend to- 
ward cloth shoes for late Summer was 
reported this week by Joseph Arthur 
Goodman, manager of the shoe depart- 
ment at B. Siegel and Co. Fabric shoes 
of various types, especially Gabardine, 
will be favored he predicts, with patent 
leather trimming. 

A trend to the straight tailored style 
of shoe and the higher cut oxfords is 
planned for the Fall, according to 
Goodman. Second only in Fall im- 
portance will be the use of sandals, in 
frequently colored or novelty style, for 
both cocktail hour slippers and more 
formal evening wear. 





June Best Spat Month 


New York, N. Y.—“We have just 
experienced the best spat selling month 
(June) in our history,” said W. N. 
Simerson, shoe buyer at De Pinna. 
“What—June?” “Yes, June. From 
September to April we may sell a 
dozen pairs of men’s spats, but during 
June there is scarcely a day in which 
we do not outfit several wedding 
parties. A wedding means from 10 to 


24 pairs of white or pearl grey spats 
per wedding. That’s a real spat busi- 
ness. 

“September is our second month for 
selling wool lined, felt and regular 
leather slippers. December, of course, 
tops September. Boys going back to 
school is the answer here.” All of 
which testifies that De Pinna does a 
right smart business with the right 
smart young people who buy on up- 
per Fifth Avenue. 





More Barefoots 


LYNN, Mass.—Lynn makers of bare- 
foots as novelty for 1934 hear some 
pretty good reports from them as air 
cooled shoes for hot Summer weather. 
Some are figuring on the wearing of 
them plumping up the flesh of the feet 
so that shoes will have to be fitted to 
a size, or at least half a size larger, 
the coming Fall and Winter. 

However, the larger interest is in 
the prospect of more of the same for 
the Summer of 1935. One new idea is 
to use the new ready-made soles, that 
come all finished, like wood heels, and 
ready to be attached to shoes. 
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Store 
Changes 


Hardebeck Store Sold 


PORTLAND, ORE.—The Ray Hardebeck 
shoe store, 802 S. W. Morrison Street, 
this city, has been purchased by the 
owners of the Quality Shoe Store, who 
plan joint management of the two shoe 
stores, although on August 1 the Hard- 
ebeck store will be renamed The Buster 
Brown Corner, with family stocks. 
Howard Marks, until recently manager 
of the Greenfield shoe store, will be 
associated with Harry Caplan, one of 
the owners, in the management of the 
Buster Brown Corner, while Claude 
Harris, the other owner, remains as 
manager of the Quality Shoe Store at 
315 S. W. Adler Street. 


Department Enlarged 


ALHAMBRA, CALIF.—The men’s, wo- 
men’s, and children’s shoe departments 
in the Krystal’s Department Store here, 
formerly segregated, have been moved 
into a consolidated area and now oc- 
cupy practically the entire rear third 
of the first floor. The new arrangement 
gives 35 per cent more floor space more 
prominently located. The stock as a 
whole has been increased by 50 per 
cent. F. J. Scully, manager, reports 
sales running 20 per cent above 1933. 
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Smith-Kassen Co. Sold 


CINCINNATI, OH1I0—The Smith-Kas- 
sen Company’s store was sold for $331,- 
000 to the Hahn Department Stores 
Company of New York. The Smith- 
Kassen Company has operated one of 
the oldest and largest retail shoe stores 
in the Middle West. 

Incorporation papers were filed this 
week for the new Smith-Kassen Com- 
pany which will operate the store. A 
Teorganization will be effected in the 
near future. It will be operated as a 
subsidiary of the Hahn Department 
Stores Company which operates a chain 


June 30, 1934 


of stores in Boston, Akron, St. Paul, 
Seattle, Minneapolis and Dallas, Tex. 

“At present no change in the man- 
agement of the store is contemplated,” 
said B. Earl Puckett, New York, presi- 
dent of the Hahn Department Stores 
organization. “Our policy has always 
been to have the stores in which we 
are interested managed and operated 
by local people.” 


Cleveland Store Adds Space 


CLEVELAND, OHI0o—Business of the 
Selby Arch Preserver Shop has in- 
creased to such an extent that space 
was added and the larger store opened. 
The space increase, according to Elmer 
A. Clark, manager, was about 33 1/3 
per cent. 

Mr. Clark is enthusiastic over the 
tremendous business increases made 
by the store this year. “May,” he said, 
“showed a 400 per cent increase over 
the same month of 1933 and the first 
week of June equalled the entire month 
of June last year. People want more 
Arch Preserver shoes because they are 
more foot-comfort minded than ever 
before. The public will no longer put 
up with uncomfortable shoes.” 

Mr. Clark has been adding well 
known shoe men to his sales force, as J. 
Fred Peters, former manager of the 
Hannan Shoe Store; Henry C. Bernsee, 
shoe store operator in Cleveland for 30 
years; and Homer Gamble, former pro- 
prietor of the Oxford Shop and long 
connected in the business here. 


New Family Store 

Los ANGELES, CALIF.—Sax and 
Abramson have opened a new family 
shoe store at 5442 Crenshaw Boulevard, 
in a new fast growing suburban busi- 
ness district. S. Sax and A. Abram- 
son, proprietors, are both in the store 
which features the better grades of 
merchandise. Twenty chairs are in use. 


Allen Boot Shop Moving 


CLEVELAND, OH10O—Ben E. Allen who 
operates the Allen Boot Shop at 15002 
Detroit Avenue, Lakewood, is moving 
his store to 11718 Detroit Avenue by 
July 9. The new store is larger. Pop- 
ular priced shoes for the family, with 
particular emphasis on juvenile foot- 
wear will continue to be featured. 


Store Liquidating 


New ORLEANS, LA—tThe Liberty 
Shoe Store, Inc., 210 South Rampart 
St., retailers, is liquidating their affairs 
out of court. Philip Lichtenstein, at that 
address, being appointed to wind up its 
affairs by the stockholders. 


Kahler Shop Moving 


Los ANGELES, CAL.—The Dr. Kahler 
Shoe Shop is conducting a sale prepara- 
tory to moving to larger quarters at 
602 South Hill Street. Present plans 
set the moving date ag Vuly 1. 
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HANNAHSON’S 


THE WHITEST WHITES 
IN-STOCK for your 


Mid-Season requirements 


IMMEDIATE DELIVERY 


SUNRAY 


oS gt Beeerrererr ry err ere $2.35 
R4118—Black Satin 2.00 
NUNS OID occ ceciccecccveesscccecs 2.00 
R4502—White Linen ...........-..ecceeeees 1.85 

42 Last—Medium Toe—19%/8 Louis Heel. 
ORNS BIB c cc ccccccecccccccccecoese 3 35 
R4503—White Linen 

47 Last—Medium Toe—15/8 Cuban Heel. 





LATICE 


R1044-—White Kid $2. 
R4162—White Faille, Satin Stripping........ 2.00 
R4164—Black Faille, Satin Stripping........ 2.00 


72 Last—Narrow Toe—20/8 Louis Heel. 
PERO UUN URED 6 ciddedveccdcccesectneces $2.35 
339 Last—Med. Narrow ‘Toe—15/8 Cuban Heel. 





R1450—White Kid 
R4036—Black Satin 
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47 Last—Medium Toe—15/8 Cuban Heel. 








All above styles carried AA to C widths. 
Our white fabrics are especially treated for dyeing. 


Send for IN-STOCK BULLETIN 


Terms 2% 10 days, Net 30 F.O.B. Factory 
PRICES SUBJECT TO CHANGE WITHOUT 
NOTICE 


Our line on display during the Bos- 
ton Shoe Fair July 9-11—Statler 
Hotel—Rooms 574 and 576 


HANNAHSON’S SHOE CO. 
HAVERHILL, MASSACHUSETTS 
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See the New 


DANY: (0) 0:2 
at the Boston Show 


A new fast selling 
extra profit item at 
the sensationally 
low price of 25¢. 
Two women’s sizes, 
finished in three 
popular pastel 
shades. One men’s 
size, in mahogany 


finish. 


See them, together 
with the display of 
Everett & Barron’s 
complete lines of 
shoe dressings— 
Cinderella, Glace, 
and one White. 


EVERETT « BARRON CO. 


FACTORIES . . . PROVIDENCE & TORONTO 





Trade 
Doings 


Active Basement Department 


St. Louis, Mo. — Vandervoort’s 
Downstairs Store is using a shoe dis- 
play on nine to a dozen tables. This 
is part of a merchandising plan to in- 
crease to at least double those of the 
same period last year. This is con- 
firmed by George Reed, manager Of 
the department. 

The store has never been known for 
stressing price, yet, as it was recog- 
nized that people enter a downstairs 
store because of price, it became de- 
sirable to raise the volume of sales. 
Instead of confining the buying to cer- 
tain brands of shoes, different brands 
are purchased to retail at $2.95 and 
this price is played up in promotion. 
One brand of shoes with arch-support- 
ing feature is regularly stocked. Chil- 
dren’s shoes are carried. 

While a type is selling well, the de- 
partment does not hesitate to re-size 
in this style and keep it going until 
public fancy alights on another. Ad- 
vertising the current styles offered, 
which has been once a week in news- 
papers for the last five weeks, is a 
practice of this department. One ad- 
vantage of popularizing a price, Mr. 
Reed says, is that in July and after 
there probably will be no reason for a 
recession in price. 


Kentucky Sales Tax Operative 


LOUISVILLE, Ky.—Kentucky now has 
a 3 per cent retail sales tax or gross 
receipts tax, finally passed. It took the 
administration more than two years 
and four sessions of the legislature to 
pass the bill. 

The merchants figured that they had 
the matter well in hand, due to many 
legislators having pledged themselves 
not to vote for a sales tax, such pledges 
being made at the time they were 
elected to the legislature. 

Indications now are that all other 
proposed special taxes, amusement 
taxes, income taxes, etc., will be 
dropped. The new law will continue in 
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effect to June 30, 1936, but the chances 
are that it will be continued beyond 
that time, by the 1936 legislature, 
which will meet in January of that 
year. 

The present graduated gross sales 
tax, enacted in 1930, and long in the 
courts, now before the Supreme Court 
on a question of constitutionality, also 
continues in effect. Many large com- 
panies. have held back payment of tax 
under this old act, under injunctions 
secured in the lower Federal Court. 


Predicts Suedes for Fall 


CLEVELAND, OH1I0—Ross Filion, buyer 
of women’s shoes at the May Co., looks 
for black and brown suedes to rule 
strong in popularity again this Fall, 
although black and brown kids are ex- 
pected to place first in the quantity 
turnover. “Suede and leather combina- 
tions will be very good,” says Mr. 
Filion, “and cloth and leather combina- 
tions will be in demand to go with 
tweed ensembles. Cloth with the slight 
woolly effect of.a gabardine base is th: 
type expected to go over best. This 
material will get the early season cal! 
and suedes will draw. best later on.” 

‘Mr. Filion believes that patents wil! 
enter the picture a little stronger this 
year. Ornaments, he thinks, may ge: 
a fair call in ready-made shoes. Busi- 
ness, according to this buyer, is looking 
upward all the-time and he anticipates 
a good Fall season. 
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Effective Island Show Case 


MonroviA, CALIF.—A low display is- 
land, glass on all sides, bordering di- 
rectly on the sidewalk, directly in front 
of the entrance, has proved the best 
business building device so far tried by 
Jack Zelkowitz, owner of the largest 
shoe store in this city. He finds that 
the island, filled with neat kiddy shoe 
displays, stops practically every child 
that comes along. It’s right down 
where they live! 

By using it for children’s shoes prac- 
tically all the time it has become a land- 
mark for the children. By having glass 
on all sides it pulls the children around 
on the inner side closest to the entrance, 
and as a consequence pulls the parents 
around in that direction also. “Children 
like nice shoes just as well as the rest 
of us and shoes are just as much of an 
attraction to them in this little island 
as toys ever are—and that reminds me,” 
says Jack, “we always keep some toys 
in that island too!” 


Sells Store 


TAMA, IowaA—The Family Shoe store 
here has been sold to I. M. Cohen of 
Sioux Falls, S. D., by the owner, Theo- 
dore Yarowsky of Cedar Rapids. The 
new ownér took possession June 9 and 
is continuing the store under the old 
name. Mr. Yarowsky plans to enter the 
bond business in Des Moines. 
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Summer Fashion Show 


GREELEY, CoLo.—Hollywood beauties 
—15 of them—recently displayed a 
variety of featured shoes from Moody’s 
Central Boot Shop, in a unique style 
show put on in the firm’s show win- 
dows. 

Departing from the usual procedure 
of putting on style shows in the thea- 
tre, the Moody concern persuaded the 
15 performers appearing in a widely 
publicized road show at a local theatre 
to do their modeling for the benefit of 
the general public. Needless to say, 
their performance attracted a huge 
crowd. 

The girls gave in the show windows, 
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their version of a “Hollywood Fashion 
Show.” While the show was not re- 
stricted to shoes, footwear did consti- 
tute one of its most important parts. 
Every major type of apparel was mod- 
eled, and shoes to match were included 
in each outfit. 



































Sports Interest Window 


SALT LAKE City, UTAH—“If you are 
appealing to men who buy sport shoes, 
better get something of ‘sport interest’ 
along with the shoes in your window, 
says H. E. Sanders, manager of the 
Florsheim Shoe Store. We recently used 
a silver cup P.I.TA. trophy along with 
guns, shells and other things of inter- 
est to participants in one of our front 
displays windows. Then having cap- 
tured their interest they were certain ta 
also look at the attractive display of 
sports shoes grouped around the 
trophy.” 














































































































New Store Robbed 


Fort WortTH, TEx.—The Economy 
Shoe Store has opened and handles 
women’s and children’s shoes and hose, 
with shoes selling from $2 to $6. F. H. 
Batte is manager. 

This shoe store got a peculiar wel- 
come in that it was robbed of about $300 
twice during the first week it was 
opened, and the only consolation being 
that several other stores in the same 
block were robbed also. 


























































































pct To Retail 


SHOE 
for men 


57. 10 °8.50 








even more in comfortable 


and, where necessary, corrective in-built 


features. 


EVERY SHOE IS UNION MADE 


FOUR LINES OF MEN’S SHOES 


each with its distinctive selling features, each 
supported by merchandising helps, each line fashioned from fine American materials by 
expert Union American shoe craftsmen. 


4 We 


Racing 






To Retail 


Vince 1902 


6 10 6.50 


This company is a real service headquar- 
ters for many of the nation’s best shoe 
stores, aiding them to build, hold and 
merit the continuous patronage of appre- 
ciative, loyal customers, who want well 
made, smart footwear, but who expect 


Footwear 


fitting lasts, 


RACINE 





AT °5.00 


when you play these lines of 
DRESS — SPORT 
and CORRECTIVE 


Across the Board! 


RACINE 


SHOE MANUFACTURING 
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To Retail 
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CONNELL'S 


SILHOUWELTS 
for WOMEN 


a 


CONNELL'S 
RIDING BOOTS 
for MEN and 
WOMEN 


v 


The makers of Connell's Nationally 
known riding boots for men and 
women interpret quality shoe-making 
in a new line of silhouwelts—for misses 


and women. 
A 


See the complete line of 
Women's and Misses’ Welts 
and riding boots for Men and 
Women on display. 


BOSTON 
SHOE FAIR 


COPLEY 








JULY 
9-10-11 




















J. M. CONNELL 
SHOE CO. 
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that they insisted NETTLETON 
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June 30, 


Commanding Shoe Advertisement 


¥_ MAY 16 ve3e 








any men liked this 


















make this 


black posers leather, as 

2 Smal wane”. 1O 
PALO ALTO MAREST AT STOCKTON - MONTODMERY AT GUSH FULTON AT MERCED . . - FREIND 
ton erence. Heurwoce Rive. HOLLYWOOD 


























So. Braintree, Mass. 
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This Roos Bros. advertisement advertising Nettleton's Algonquin is an excellent example of 

less than a full page advertisement commanding the attention of the page upon which it 

is placed. This illustration is a reproduction of a fuli page. Note the relative size of the 

shoe cuts and the clever way of telling about the Algonquin for practically all occasions. 
An excellent response from San Francisco men resulted. 





Patents for Men 


New York, N. Y.—This Fall, Truly 
Warner, according to J. R. Norton the 
stylist, will feature patent leather mat 
calf oxfords with a 9-8 Cuban heel. 
This, in Mr. Norton’s opinion, will 
balance the more formal Fall wear. 
However, because the trend is definitely 
toward tweeds, shetlands and un- 
matched coats and trousers, the ma- 
jority of his designs are of the heavier 
brogue type with narrow toes and high 
toe box. 


Scotch Grains In Los Angeles 


Los ANGELES, CaLt.—The big Fall 
promotion at Silverwood’s will begin 
earlier this Autumn than ever before, 
Aug. 1, and a full double-sole Scotch 
grain in dark brown will have the 
breaks, according to Michael Kalsman, 
buyer. 

This shoe, which will be played up on 
112 bill-boards throughout the Los 
Angeles area and which will be fea- 
tured heavily in Broadway windows, 


will have medium round toe, wing tip, 
semi-rocker bottom, and be heavy in 
general appearance and well adapted 
for wear with tweeds and other coarse 
woven fabrics. The appeal will be to 
young men and especially to college 
men. 

A second shoe to be emphasized will 
be a lighter-weight Burgundy grain 
leather. An extremely short vamp te 
make it look smaller than it actually is, 
large brass eyelets, with sole made with 
less of the rocker type are the details. 





Max Block On Buying Trip 


SEATTLE, WASH.—F lying to Eastern 
shoe markets, Max H. Block, head of 
the large Northwestern chain of shoe 
stores which bears his name, left this 
city via the United Air Lines the other 
day, and will buy for his Washington 
and Oregon units—the sixteenth of 
which is now planning a spectacular 
opening about the first of July on the 
ground floor of the Joshua Green Build- 
ing, Fourth and Pike, this city. 
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Dwarf Gazelle 


SALEM, Mass. — Dwarf gazelle! 
That’s the smallest stock for shoes in 
Salem’s 300 years of leather making. 
Skins each spread a little more than 
a foot, and never more than two feet. 
About 3000 of them are made daily. 
They’re from little gazelles, with bodies 
no larger than Tabby, the household 
cat. About 3000 of them are tanned 
daily. One skin yields one full-grown 
shoe, and it takes twee to make a 
pair. Small in area, but high in price. 





Proposed New Factory 


New LEXINGTON, OHIO — A special 
committee of business men has started 
to raise $30,000 to secure the location 
of a shoe factory here. It is reported 
that outside capitalists will invest 
$75,000 and the former building of the 
Thacker Wholesale Grocery Co. will be 
utilized. It is said the company will 
be called the Lexington Shoe Co., and 
75 workers will be employed at the 
start. It is believed that it will start 
operations some time in July. 





Cat's Paw Rubber Chartered 


BALTIMORE, Mp.—The Cat’s Paw 
Rubber Co., Inc., Warner and Ostend 
Streets, this city, has been organized 
and chartered to engage in the manu- 
facturing of rubber heels, soles and al- 
lied rubber goods. Capitalization is 
placed at $100,000, consisting of 10,000 
skares of stock, each having a par value 
of $10. The organizers and _ incor- 
porators are Bernard Rosen, Percy 
Scherr and Elliott Deane. 








THIS WEEK'S BOUQUETS 








A Noted Doctor's Approval 


Having just finished reading this week's 
BCORDER, | wish to compliment you on 
the splendid editorial, “Over the Counter 


Is Out,” and the article, “Worse Than a 


Drought.” 

You have expressed the greatest need 
of the foot-suffering public today. The 
cheap summer shoe should be listed and 
hunted as “Public Enemy” and given the 
number “99 

Mr. Weiss’ article could be followed 
with profit by many a store manager. 

The RecorDER seems to me better than 
ever, and you are to be congratulated. 


T. L. Northup, P. O. Morristown, N. J. 
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A Shoe Your Customer 


KNOWS 











TO RETAIL AT D690 


AQ) % MARK-UP ON 


The Highest Priced Shoe in the Line 











The Features that you want new 


ARE NEW 


Patterns — Materials — Prices — Stock Dept. Service 
e 


The Features that you want experienced 
ARE EXPERIENCED 


Trade Mark — Manufacturer — Uni-fit Lasts 


Construction — Quality 
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| IRVING DREW CO. 


| PORTSMOUTH, OHIO 
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Men's Shoes 
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“HIGHEST GRADE ONLY" 
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Play Shoes 


i i ed 





MONDL’S “PLA-SANDAL” 
Women and Growing Girls 
UCO PROCESS, NO STAPLES 
Made over Brouwer’s Research Last No. 8. 
Popular Price Hygienic Health Shoe. 
Porous leather used. 
IN-STOCK 
No. 1953—Brown and 
White, black and white, 
all white, or smoked. 
Rubber sole and heel. 
$1.98 Retailer 
24 pairs to the case. 
Sizes 3-8. Order early 
to insure prompt deliv- 
ery. Also ‘‘Pla-Shus’’ 
for men and boys. 
Cireular on request. 
MONDL MFG. CO. 
Oshkesh, Wis. 
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Dancing Shoes and Taps 


66 8 OF OPE EE 





TAP SLIPPERS 


with Taps 
One strap 1.60 
Black Kid | Ribbon tie 
1.65 


One strap 1.70 
Patent 
Leather Ribbon 7, 7 
BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts. 
Philadelphia 
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—— Owens SHOE Co. = 
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About People 


Appointed Children's Shoe Buyer 


New York, N. Y.—In the recent ap- 
pointment of Carolyn Schwartz as 
buyer of children’s shoes, Blooming- 
dale’s has added an asset to their re- 
cently formed department in that they 
have the services of a woman of capa- 
bility and experience. 

Practically all of Miss Schwartz’s 
business life has been concerned with 














































MISS CAROLYN SCHWARTZ 


this particular branch of the retail 
shoe field. Starting with R. H. Macy 
& Company as a clerk in the children’s 
shoe department, she worked up to the 
position of assistant buyer. From 
Macy’s Miss Schwartz went to Saks, 
Thirty-fourth Street, again as as- 
sistant buyer, and within a year was 
appointed buyer. She was with this 
latter concern for four years. 

Miss Schwartz has not fully for- 
mulated her plans for revision in the 
Bloomingdale department, though she 
has already put in orders for a more 
complete stock of staple numbers, and 
is adding two lines which heretofore 
have been slighted, namely, a growing 
girl’s line, and a line of growing boy’s 
shoes. The prices of these lines will 
range from $2.98 to $5.98. 

Miss Schwartz is considered an au- 
thority on children’s shoe styles, and 
her merchandising prowess is not to be 
underrated. She firmly believes that 
a woman has more ability in managing 
a children’s shoe department than has 
a man; that a woman has more pa- 
tience with children and that mothers 
have more confidence in a woman’s 
judgment. 

“Personal attention, with an under- 
standing regard for the customer’s 
tastes, is of paramount importance in 
the successful handling of a depart- 
ment,” she says. 

Miss Schwartz states that “mothers 
are much more interested in proper 
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fitting for their children than they 
have ever been before . . . the trend 
is definitely toward orthopedic lines.” 





Tanners’ Council Representative 


NEw York, N. Y.—George W. Far- 
ber of L. Farber Estate, Worcester, 
Mass., has been designated as a repre- 
sentative on the Committee of Replace- 
ments and Substitutes of the Tanners’ 
Council to represent the Grain Insole, 
Counter and Box Toe Manufacturers. 
This committee held its first meeting on 
June 22. 


Mueller Buyer at Taylor's 


CLEVELAND, OHI0O—George E. Muel- 
ler, recently manager of the shoe de- 
partment for Jay-Thorpe Inc., New 
York, has been appointed women’s and 
children’s shoe buyer of the Wm. Tay- 
lor Son & Co. He succeeds George 
Snyder who recently resigned. Mr. 
Mueller was formerly with Bonwit 
Teller & Co. and J. & T. Cousins, New 
York, and had also operated in busi- 
ness for himself. 


New Men's Shoe Buyer 


INDIANAPOLIS, IND.—The William H. 
Block Co. announced appointment of 
Preston F. Stoner, as manager of its 
men’s shoe department. Stoner has had 
more than fifteen years’ shoe experi- 
ence. He formerly was connected with 
the Petot Shoe Company here, and since 
his connection with that concern has 
been with the Florsheim store. Block’s 
shoe shop for men features nationally 
advertised brands of shoes, including 
Florsheim, Friendlys and Fortunes. 





Kendall Goes to Milwaukee 


CINCINNATI, OHIO—H. M. Kendall, 
former merchandise buyer and man- 
ager for the shoe departments of the 
Smith-Kassen Company has accepted 
the position of buyer and manager for 
the women’s and children’s better shoes 
department of the Boston Store, Mil- 
waukee. 

Kendall was with the Smith-Kassen 
Company for thirty-one years occupy- 
ing various positions of responsibility 
and was well and favorably known to 
the people of the shoe business all over 
the country. 





Sullivan Named Manager 


PROVIDENCE, R. I.—R. T. Sullivan is 
manager of the Enna Jettick Shoe 
Store, succeeding Ralph G. Watson, 
who is now associated as salesman with 
the shoe department at Shepard’s, !0cal 
department store. 





Appointed Basement Buyer 


PORTLAND, ORE.—P. Tyler has re- 
cently been placed in chargé of Bede!l’s 
basement shoe department, with an 
efficient corps of from ten to tw: lve 
in the sales department. 
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SMART, DISTINCTIVE 


Whats New 


New Football Shoe 


PHILADELPHIA, PA.—An entirely new 
method of athletic shoe construction 
“based on the anatomy of the foot” is 
used in the Brooks Shoe Manufactur- 
ing Company’s latest football shoe. It 
is called the Natural Bend Football 


Show'ng Construction 


Shoe—“A football shoe with the speed 
of a track shoe.” The Brooks people 
claim that the idea of making shoes 
flexible at the arch is a fallacy. That 
this point needs arch support and that 
the natural bend of the foot is where 
the phalangeal and metatarsal bones 
join. It is averred that the Natural 
Bend construction enables the use of a 
spring steel arch support without in- 
terfering with speed. Other advan- 
tages attributed to this new type of con- 
struction are: Increases the wearing 
life of the shoe. Prevents foot and leg 
troubles. 


Four Numbers That Click 


Los ANGELES, CAL.—Four special 
numbers clicking right now with the 


exclusive clientele of the Bullock-Wil- | 


shire store on Wilshire Boulevard are 
as follows: 

A ghillie type shoe for street wear, 
slashed to the sole at the sides to main- 
tain the sandal effect, made of white 
buck with a kid trim, coming either in 
all white, white and brown, and white 
and black, priced at $13.50; 

A braided silver strap sandal, the 
feature being the number of straps de- 
signed to keep the sandal in position 
better than is customary when walking 
thus increasing comfort. This sandal 
is now priced at $22.50; 

A “nip and tuck” pump in white kid 
designed to get away from the usual pin 
tuck appearance. The leather is per- 
forated before the tucks are sewed in, 
the perforations being approximately % 
inch in diameter and % inch apart. The 
folded area of the tuck carries the per- 
foration giving the effect of little half 
moon bites being nipped from the tuck— 
hence the term “nip and tuck.” The 
nips have a tendency to make the shoe 
seem heavier adapting it to later Fall 
wear. “Nip and tuck” purses matching 
the shoes are also stocked; 

A pump with buck exterior and kid 
lining with delicate, tracy, all-over 
perforations, such perforations pierc- 
ing both thicknesses of leather, and 
decorated with a narrow pig skin edge- 











trim. 


DU- FLEX 
NAP SOLES with 
MASTERPIECE TOP LIFTS 
a lnactiincliadiainain The Ideal Combination 


For FALL and WINTER 


FEATURING: 
STYLE PRACTICABILITY 
WEAR COMFORT 


Model shoes on display at Room 558, 
Hotel Statler, during the Boston Shoe Fair 


AVON SOLE COMPANY 


Exclusive Manufacturers DU-FLEX Soles & Heels 
® 
AVON, MASS. 
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Riding Boots 
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CAMP MOCCASINS 


Genuine Hand Sewn 
No. 1 Men’s Piain...... $1.60 
No. 2 Men’s With Sole.. 1.85 
No. 3 Boys With Sole .. 1.65 







COLT-CROMWELL Co. 


IN 
STOCK 1239 Broadway, N.Y.C. 
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159 NORTH MICHIGAN AVENUE: 





Big Crowds and Foot Comfort 


NEw York, N. Y.—At the Julius 
Grossman shoe store down Fifth Ave- 
nue is a very novel window trim. A 
tremendous “blow-up” of a photograph 
of a Sunday crowd at Coney Island 
formed the background of the large 
window. This enlargement was in 
sections but as pieced together ran 
some 18 feet long. The theme of great 
crowds and foot comfort was tied up 
by this accompanying window card: 
“For over 63 years, we have analyzed 
every type foot and classified it into 
our 123 different shaped lasts. Julius 
Grossman.” 












Good Small Ads 


NEw BEDFORD, Mass.—With these 
unique newspapers “ads,” the shoe de- 
partment of Cherry & Co. is featuring 
its “Feetograms” as a means of edu- 
cating the public on the importance of 
proper foot care and proper fitting of 
shoes. 
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own feet and you have 
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FEETOGRAMS 
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One little message tells about the 
foot arches—their location, their pur- 
pose, concluding with the advice to 
keep them in condition. Another item 
states that “Greta Garbo is said to 
have the most beautiful feet in Holly- 
wood. Who cares? Comfort first — 
beauty afterwards.” 

Advertisements are about two by 
three inches in size. They contain no 
mention of shoe stock or prices. Four 
silhouetted footprints flank the right 
side of each advertisement and are of 
value in getting the attention of news- 
paper readers. 

They are an experiment to the store, 
P. V. Fredette, shoe buyer, explains, 
and while comments have been many, 
results have not been checked. 





Baltimore Firm Organizes 


BALTIMORE, Mp.—-The General Shoe 
Sales Corporation, 6114 Biltmore Ave- 
nue, this city, has been organized to 
engage in a general boot and shoe busi- 
ness. Capitalization consists of 1000 
shares of stock, of no par value. The 
organizers and incorporators are Syl- 
van Lauchheimer, Malcolm Lauchheim- 
er and Katherine W. Green. 


What to Say in Ads 


The approach of sale time brings 
increasing interest in the book “Sale 
Suggestions for Copywriters,” by R. E. 
Andruss. It contains 346 sale names, 
208 sale sentences, 112 sale adjectives 
and 10 sale layouts. A copy may be 
had by sending your request with a 
dollar to Boor AND SHOE RECORDER, 239 
West Thirty-ninth Street, New York, 
N:. Y. 
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Moves Headquarters 


NEw York, N. Y.—After 106 years 
of store occupancy, dating from their 
inception, The Adams Mfg. Co., Inc., 
established in 1829, has leased spacious 
quarters on the fifteenth floor of Nel- 
son Tower, Thirty-fourth Street and 
Seventh Avenue, which they will oc- 
cupy as their New York offices and 
stock rooms. 

The Adams Mfg. Co., Inc., are spe- 
cialists of cotton textiles with mills |lo- 
cated at. Shelton, Conn., and Putnam, 
Conn., and are the inventors of the 
Ironad Box Toe and Ironad Mulling 
System, a product which is widely 
known and used throughout the shoe 
manufacturing industry. 

The company is controlled, operated 
and managed by one of the descendants 
of the original founders, Robert J. 
Adams, at present treasurer of the 
company. Mr. Adams is the fourth gen- 
eration of the original founders to 
own and operate The Adams Mfg. Co., 
Inc. 





"Small Shop" Windows © 
Prove Valuable 


The “small shop” type of windows 
have worked out well in the fine large 
shoe store opened by Huggins in Pasa- 
dena six months ago, according to Ted 
Huggins, son of the founder of the com- 
pany and manager and buyer for the 
store. 





“The windows were almost an ex- 
periment with us,” says Mr. Huggins, 
“but we wanted to center the mind of 
the pedestrian on unit displays and also 
wanted a series of unit displays, segre- 
gated and individualized, and yet close 
enough together to pull the pedestrian 
along from one to another practically 
the full length of the building. The 
‘shop’ window at the corner is a dormer 
window, and the corner is cut off there 
so that it sits at an angle and entices 
the window gazer to make the turn off 
Colorado Street at the front and pro- 
ceed down Madison Avenue, the side 
street. We have watched carefully and 
this works out. The interior is seen 
through one window only. 

“The ‘shop windows’ give us a chance 
to emphasize colors without competi- 
tion. Each and every window is a color 
window in the women’s shoe section 
which occupies four-fifths of the entire 
store. 

“Of course a great many of the peo- 
ple who buy here are accustomed to 
buying in small shops and our type of 
windows gives the kind of appeal that 
pleases them.” 
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FOREMOST IN 
FRIENDLINESS 


There's a new regime at Hotel LaSalle—a friendly 
"what-can-we-do-for-you" spirit that will make you 
happy here. 


You'll find us cheerfully ready to serve—anxious 
to make you feel at home—determined to win 
your constant friendship! 


Here's a famous hotel, with outstanding facili- 
ties, and yet with warmth and hospitality that evi- 
dences our personal interest in you. 


You Repeat Your Profits with 


“America’s Finest Comfort Shoes”’ 








RIGHT AND LEFT 
PATTERNS TO ASSURE 


EXTRA FINE QUALITY 
SNUG-FIT AT ANKLE 


PIG LEATHER INSOLE 

















CELASTIC TOE BOX SPECIAL CONSTRUCTED 
FOUND ONLY GENUINE PIG LEATHER 

IN HIGHGRADE 
FOOTWEAR 
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SCIENTIFIC SEWED 
HEEL SEAT 














VENTILATED 
AIR VENTS GIVE 
CONSTANT FREE AR 
CIRCULATION 


NEW SPRING 
AND ELASTICITY 
TO EVERY STEP 


100% NAIL-LESS HEEL 
SEAT, NO NAILS TO 





























The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, “cushion” and "nail-less” 


Our rates will please you, too! 


James Louis Smith, Manager 


LaSalle Street at 


HOTEL LASALLE CHICAGO 


Madison 





features are virtually non-competitive. 
Men's and Women's Shoes. 


Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Ko Un Matic 


CUSHIONED SHOES 





Dr. Scholl Foot Comfort 
Week Successful 


Cuicaco, ILt.—The nineteenth year 
during which Doctor Scholl dealers have 
participated in Foot Comfort Week— 
originated by this international health 
authority—has surpassed all records of 
previous years. 

In all sales outlets, drug, department 
and shoe stores, great sales increases 
have been enjoyed. A special edition 
of “Foot Comfort News,” dealers’ mag- 
azine of the Scholl Mfg. Co., was is- 
sued to all dealers handling Doctor 
Scholl’s FOOT COMFORT Products. 
Every conceivable angle of providing 
foot comfort service was covered in 
this magazine. In addition, thousands 
of window displays were distributed to 
shoe dealers. 

A survey was completed by several 
of the Doctor Scholl staff who found 
that, with very few exceptions, dealers 
who received Doctor Scholl window 
trims and other display material for 
Foot Comfort Week used this material. 
_A greater volume of effective adver- 
tising to consumers and greater efforts 
and expenditures in providing sales as- 
sistance to dealers are the direct causes 
for this record-breaking Doctor Scholl’s 
Foot Comfort Week. 

As far as can be judged by the re- 
sults of this one week of concentrated 
sales effort, we are well on the way to 
bigger and better sales and the upturn 
has been thoroughly indicated. 


Ohio Declares Dividend 


YOUNGSTOWN, OHI0— Reporting a 
favorable uptrend in business, the Ohio 
Leather Company has declared regular 
dividends of 25 cents a share on the 
common, $1.75 on the second preferred 
and $2 on the first preferred, Victor 
Lumbard, president, announced. The 
dividends are payable July 1 to stock 
of record June 20. 


e * 
WEDNESDAY 


N. E. Leather Figures 


Boston, Mass.—The New England 
Council reports 130 tanneries in New 
England territory, more than a quar- 
ter of all the tanneries in the country. 

Massachusetts has 113 of these tan- 


neries, and nearly 100 of them are in 
the shoe-string stretch of territory that 
is known as the North Shore district. 

The leather payroll in New England 
normally totals to $15,000,000 an- 
nually, and it’s shared by 12,000 work- 
ers. 

Wages are up under the code, but 
selling prices of leather have not risen 
as much as have labor prices. 


Representing Benz Kid Co. 


LyNN, Mass.—C. O. Chapline, form- 
erly of Harsh, Chapline Shoe Co., of 
Milwaukee, has become agent at Mil- 
waukee for the Benz Kid Co. of Lynn. 
He was at the factories in Lynn last 
week, looking up new lines of leather 
for his new store. 

Sidney Daniels and his son Dennis, 
of Nicholson, Daniels Co., Ltd., London 
leather merchants, were among recent 
visitors at the Benz tanneries in Lynn. 
Sidney is a brother of Sir Percy 
Daniels, of the same firm, who usually 
comes to American markets once or 
twice a year. 


Kimber L. Barton Marries 


Kimber L. Barton, successful sales- 
man for the United Branch of Brown 
Shoe Co., St. Louis, and Miss Mary 
Elizabeth Cornelius, daughter of Mrs. 
Elizabeth Peed Cornelius, were married 
recently at Harrisonville, Mo. Mr. Bar- 
ton was formerly sales manager for the 
Huntington Shoe & Leather Co. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
Infants’ Soft Soles...0-3 
intermediates ....... 1-5 
Flexible Hard Soles. .2-8 
Send for In-Stock 
Catalog 





MRS. bays past. BABY 
Locust St. Danvers, Mass. 








PoL&Mecz. 
The nationally known traveling slipper 


NOW AVAILABLE 


in Celanese Moire—in Black, Maroon, 
Dark Blue, Powder Blue, Forest Green 
and Scarlet. They will increase your 
sales. Order a run of sizes. Price— 
with envelope case........ $1.50 pr. 


SWAN SHOE CO.., Inc. 


Manufacturers 


2201 Aisquith St., Baltimore, Maryland 
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Hosiery Protectors 
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When you see the name 
TIFFANY 
on Gee pay 


WALK-EZE 


on Stocking Protectors 
it means QUALITY 
Only WALK-EZE’S are 
made of patented Kemi- 
Suede—the non-injurious 
material that is durable 
—washable—hygienic and 
sweatproof. 





Sizes for Women, Protected by 

i Patent Numbers 
bs and Children v8: 1669700 
WA if 'EZE Sales Offices Stamped on every pair 


Executive Office: Syracuse, N. Y. 


N YORK: tf 
CHICAGO: 114 E. Austin Ave. 
Montreal 


CANADA: 728 St. Antoine St., 











Patent Leather Trim Good 


CINCINNATI, OH1I0—W. E. Newbold, 
owner and manager of the Newbold 
Booterie, says that fabric shoes in blue, 
black and brown with patent leather 
trim are excellent sellers. They are 
priced at $11.50. He has already re- 
ordered on them as the woman who 
wants a cool but dark shoe has found 
these meet her need splendidly. 











WASHINGTON, D. C.—Collection ra- 
tios on open and installment credit 
accounts of department stores, although 
much higher for the first four months 
of 1934 than for the same period in 
1933, show a decrease from March to 
April this year, according to C. T. 
Murchison, Director of the Bureau of 
Foreign and Domestic Commerce. Col- 
lection percentages were 41.6 per cent 
on open accounts and 17.3 per cent on 
installment accounts for the month of 
April as compared with 42.7 per cent 
and 18.3 per cent, respectively, for the 
month of March. 

The decline in the ratios for April 
may be partly accounted for by a con- 
siderably more than usual seasonal in- 
crease in department store sales in 
March, tending to cause an expansion 
in the outstanding balances against 
which these collection ratios are com- 
puted. Experience indicates that the 
expansion in collections following such 
an increase in outstanding balances 
would be spread over more than a single 
month, the average time of collections 
being approximately six months for in- 
stallment accounts and two and a half 
months for open accounts. Thus, actual 


dollar collections may have increased - 


slightly or remained the same, even 
though collection ratios declined. 
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These data on retail collection condi- 
tions are based on the credit operations 
of a representative group of about 400 
department stores reporting on open 
accounts and over 250 reporting on in- 
stallment accounts. The monthly re- 
views of the various Federal Reserve 
banks, in most cases, carry this type of 
information in detailed form. 

In arriving at collection percentages, 
collections made during a given month 
were divided by the total of outstanding 
balances (as of the first of the month) 
for each type of account. A computa- 
tion based on figures of firms partici- 
pating indicates a sample well distri})- 
uted throughout the 12 districts of the 
Federal Reserve System. Figures for 
the first four months of 1934 on both 
open and installment credit accounts 
appear below: 


Ratio of Collections to Accounts 
Receivable—All Districts 


Open account _Instal!- 
ment 
Per cent Per cent 
January, 1934... 42.4 16.4 
February, 1934... 39.3 15.8 
March, 1934 .... 42.7 18.3 
April, 1934 ..... 41.6 17.3 





“Q) Includes only 11 districts as figures 
were .not available for New York district 
for this month. 





Gude Says Suede for Fall 


Los Angeles, Calif.—Back from market and 
from visits in different American cities Al 
Gude of Gude's Inc., prepared for an active 
Fall season, sees suede in the foreground for 
street shoes this autumn. 

In the early weeks of the fall season fabrics 
such as gaberdines will come in for pro- 
motions and are expected to be in demand. 

Patent leather and dull calf claim place 
as accent notes but little more than that. 
As suede begins to let up in popularity later 
in the fall, kid is due for promotional stress. 

The drift toward leather heels is a strong 
drift and is expected to gain strength rather 
than lose it. The heights most in demand 
will likely range from 16-8's to 19-8's. 

Sandals for street wear are still to have a 
corner in the picture but the tendency toward 
closed toes and more modified designs will 
be marked. The urge to be practical, Mr. 
Gude states, is an urge in American feminine 
life not to be ignored. 

As to prices there will be practically no 
change, the present schedules being expected 
to hold firm. 





Sees Less Suede Demand 

Datias, Tex.—Sports shoes business 
at A. Harris & Co. has mounted at 
least 10 per cent since Buyer W. L. 
Clary has put into action his idea of 
placing new sports shoes arrivals, one 
pair of each new style, along with co- 
ordinated sports wear displays in the 
store’s ready-to-wear sports shop on 
the floor above the shoe shop. 

In having his sports shoes program 
perfected for Autumn, Mr. Clary is 
making a fetish of plain calf in com- 
bination with crushed leather trim and 


is expecting a rollicking business in 
tooled suede with crushed leather trim- 
ming and leather heels. The program 
allows for 50 per cent more browns 
than blacks. Only 35 per cent of the 
Harris Autumn leaters will be suede, 
according to Mr. Clary—which is 60 
per cent less than the suede percentage 
of 1933. 





Silk Fitting Again 

LYNN, Mass.—A_ revival of silk 
fitting, or the stitching of uppers with 
silk threads, is looming up. New silk 
threads come on tubes of paperboard, 
not on wooden spools, and they are 
covered with cellophane. A 4-oz. tube 
has on it from 2900 to 3000 yards of 
thread, the exact amount depending: on 
the size of the thread or its thickness. 
From one to two miles of thread on 
each spool. 


Walk-Over to Move 


PASADENA, CALIF.— The Walk-(ver 
store owned by Paul Jesberg is staging 
a big sales event preparatory to moving 
to a new location. The company an- 
nounces that it was unable to renew its 
present lease. It has occupied the }res- 
ent location for several years. 


Synthetic Rubber 


DayTON, On10—The Dayton Ru’ ber 
Mfg. Co. has completed some mi. tor 
tires that are made of synthetic »ub- 
ber, a Du Pont product. No natural 
rubber of any sort is used in them 
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SMOOTHNESS: = 


THE FINISHING TOUCH 


The finish is always best when 
the materials underneath are 


of proper quality and texture. 


Celastic Box Toes fulfill these 
requirements in the toe con. 


_struction of any shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








i i i i hl aid 


Women's Shoes 
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KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 
IN STOCK 


—_— 


Ne. 156 Black 
Kid $2.35 


y 
v 
v 
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me 


No. ie Black 
Kid $2.10 


SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 
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Leathers 


Registered marks for 
original grains in 














R. NEUMANN & co. 


HOBOKEN MEW JERSEY 








L. |. Friedman Starts 
Own Leather Business 


New York, N. Y.—After 20 years’ 
service with Geisman, Musliner & 
Brightman, and its successor, the 
Brightman Leather Co., Leonard I. 
Friedman resigned as_ vice-president 
and general manager of the latter com- 
pany to enter the fancy leather business 
on his own account. Offices have been 
opened at 88 Park Place where, accord- 
ing to the announcements, there is “of- 
fered the unusual in leathers: new... 
novel ... and attractive items reflecting 
the up-to-date style trends. Better 
leathers for the manufacturers seeking 
the exclusive.” 
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On the selling end 


News of the Travelers and Sales Activities 


Dave Gilbert Represents Fern 


Dave Gilbert is now selling the Greta 
Moe models, made by the Fern Shoe Co. 
of Hollywood, Calif. His territory is 
all of the larger cities East of the 
Mississippi. He is also assisting in the 
designing of this very fast line of high 
style evening, boudoir and pajama 
sandals. 

After years of buying shoes for the 
Gilbert Department Store in Fort 
Worth, Tex., Mr. Gilbert can be be- 
lieved when he says that this is the 
smartest line that he has ever seen. 
He asserts that this, his second season, 
is exceeding anything he ever hoped 
to accomplish on the road, and he points 
with pride to the fact that this is the 
first time in history that a line of shoes 
made on the West Coast was ever suc- 
cessfully merchandised on Fifth Ave- 
nue, New York. 


Guy Mitchell in N. E: 


Guy M. Mitchell, well-known repre- 
sentative of the B. F. Goodrich Com- 
pany, and for years covering the Mil- 
waukee and Chicago territory as a mem- 
ber of the Sole and Heel Division of this 
firm, is now located in New England, 
working from the Boston office covering 
the South Shore, Boston proper, and the 
State of New Hampshire. Mr. Mitchell 
has started out in the new territory in 
advance of the new Fall merchandsing 
campaign recently inaugurated by the 
B. F. Goodrich Company, featuring the 
new Goodrich heel formerly distributed 
through the United Shoe organization 
nationally. Mr. Mitchell for many 
years was identified with the home office 
of the Sole and Heel Division, as as- 
sistant to the sales manager. 


Pacific Travelers Meet 


Following the reading of reports 
from retiring officers and other busi- 
ness pertinent to the order the Pacific 
Northwest Shoe Travelers’ Association, 
named the following officers for the 
ensuing year: President, George Mur- 
ray, Groves Shoe Co., Seattle; Vice- 
president, C. E. Nelson, Pacific Shoe 
Company, Seattle; Secretary-Treas- 
urer, E. A. McLean, Portland, reelected. 


Ohio Travelers Elect 


The annual meeting and election of 
officers of the Ohio Shoe Travelers As- 
sociation was held at the Chittenden 
Hotel, Columbus, Ohio, June 16, 1934. 

The usual large number of mem- 
bers were in attendance. Officers 
elected to serve for one year are: 
President, J. J. Kaltenbrun; _ vice- 
president, George Brackney, and sec- 
retary-treasurer, E. C. Bigelow. 


Marbridge Building 
Sample Room 


Wolnicar-Levine, Inc., manufacturers 
of women’s turn shoes, Brooklyn, N. Y., 
have taken a sample room in the Mar- 
bridge Building, New York. J. F. Ser- 
berlich, their New York City represen- 
tative is in charge. 


Walter L. Briggs Out 


Walter L. Briggs is associated now 
with the Fitchburg Shoe Company, of 
Fitchburg, Mass., representing them in 
the South and Middlewest territories, 
Walter, as he i’ familiarly known by 
his host of friends, is now on his initia! 
Fall trip. He is to make his home and 
headquarters at Lynchburg, Va. 


Joe Warrender Ill 


INDIANAPOLIS, IND.—Joe Warrender, 
one of the oldest members of the In- 
diana Shoe Travelers’ Association, and 
widely known throughout the Central 
West, having traveled Indiana, Illinois 
and parts of Ohio for forty years, is 
seriously ill with heart trouble. Re- 
cently he traveled for the Conrad Shoe 
Company. 


Opens New York Sales Office 


Charles Havrank, who in addition to 
being the secretary of the Boot and 
Shoe Travelers Association of New 
York, is Metropolitan New York rep- 
resentative for Mascalis Shoe Co. 
Brooklyn, has opened a sales office on 
the fifth floor of the Marbridge Build- 


ing. 


Broom Buys Store 


IRONTON, OHI0—Charles Broom has 
purchased the retail shoe business con- 
ducted by Frank Laber under the name 
of the Harmon Shoe Shop and will 
actively manage it in the future. 
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The BEST “BUY” in 
NEW YORK HOTELDOM 


A 


COMBINATION of every- 


thing you desire in a hotel at 


amazingly low rates—perfect lo- 


cation 
Square 
theatres ... 
hotel... 


in the heart of Times 
. adjacent to all 
New York's newest 
extra large rooms— 


many windows—large closets— 


comfortable furnishings. 


1000 ROOMS 
1000 RADIOS 


1000 BATHS 


Rooms from $9.50 a day 


Garage Opposite Hotel 


HOTEL EDISON 


47th Street just West of Broadway 


New York 


OWNERSHIR MANAGEMENT 


Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers . . . easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 
The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
trade . .. the Marbridge Building. 
. Come and see them before you buy! 


1328 BROADWAY sta NeW YORK 





Rochester Making Fall Shoes 


ROCHESTER, N. Y.—Rochester area 
factories this week dropped white pro- 
duction for an abrupt turn to darker 
shades for Fall almost simultaneously 
with a greater leather buying activity 
that marked a definite uptrend in man- 
ufacturing. 

Leather buying, according to brok- 
ers, was in part due to a realization 
that the market was not to be glutted 
by cheaper grades from cattle killed 
because of the Western drought. Man- 
ufacturers, however, were of the opin- 
ion leather buying would have begun 
anyway, since cutting rooms already 
had swung into action on Fall shoes. 

Road men began placing heavier 
orders for retailers and wholesalers. 
Retailers were reported to have been 
clearing shelves rapidly of slippers and 
drawing heavily on wholesale houses 
for new supplies. 

Union activities were revived in 
Rochester again last week after years 
of being an open shop town in the shoe 
industry. Manufacturers, however, 
showed a disposition to treat the mat- 
ter lightly, since the boom has brought 
increased employment to many shoe 
workers, 


Biggest Day 

PASADENA, CAL.—lIs business getting 
better? If you don’t think it is then 
ask T. J. Poulos, proprietor of the La- 
manda Park Shoe Store, who had the 
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biggest day in the history of his store 


early in June. This is one of the lead- 
ing suburban, or “neighborhood” stores 
in the city, 


Obituary 


James H. Price 


PORTSMOUTH, OHIO—James H. Price, 
a former resident of Portsmouth and 
a traveler for the Nunn & Bush Co. 
for the past 15 years died suddenly in 
a hotel in Pittsburgh recently from a 
heart attack. He was 59 years of age 
and in recent years had made his home 
in Hyde Park, Cincinnati. 


He is survived by his wife, one 


daughter, a granddaughter, three 
brothers and three sisters. Burial was 
at Greenfield, Ohio, his former home. 


Joseph J. Corcoran 


LYNN, Mass.—Joseph J. Corcoran, 
of Thomas Corcoran Sons Shoe Co., 
and later of John R. Donovan Co., died 
here last week of heart trouble. He 
was a member of the Knights of Colum- 
bus. He is survived by his brother, 
Timothy, and two sisters. 


Adds Shoes 


BALTIMORE, MD.—Blumenthal’s is a 
new retail outlet for footwear. Addi- 
tion of this merchandise was made pos- 
sible through occupancy of its new and 
larger quarters at 2409 Reisterstown 
Road. Formerly the concern operated a 
women’s wear and dry goods shop at 
2223 Fulton Avenue. 


Sales Volume Off 


SaLtt LAKE City, UTAH — Locally 
speaking, sales volume has dropped off 
the last few weeks, general opinion of 
shoe men is that the drop is a natural 
result of the Summer season starting 
unusually early due to extraordinary 
weather. An unusually heavy demand 
has been experienced by many shoe de- 
partments for white fabric shoes, many 
of which are purchased and dyed to 
suit a particular dress. 





DANCERS’ 
BUY WORD 


lily 


NEW! 
CLEVER! 
DIFFERENT ! 


A remarkable sales record is proof of 
the ability of Rhythm Tap to act as 
a leader to attract that most desirable 
trade—those who dance. Exclusive 
patented construction features win 
instant approval. Comes attractively 
boxed. Offers liberal profit . . . quick 


turnover. 


IN STOCK 


TOE SHOES 

TAP SHOES 
DANCING SANDALS 
BALLET SLIPPERS 


Extensive advertising promotes sale 
of Selva Dancing Shoes and Ac- 


cessories:. Write for Agency 


proposition. 


SELVA 


& SONS, INCORPORATED 
1607 BROADWAY, NEW YORK 
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|Free Fair at Boston 


Boston, Mass.—Thomas F. Ander- 


and Leather Association, reports: “In 
our original announcement covering the 
details of the fifteenth annual Boston 
Shoe Fair, Hotel Statler and the Cop- 
ley-Plaza, July 9, 10 and 11, 1934, we 
stated that if our association had not 
been granted, by June 20, the exemption 





from the restrictive provisions of the 
Boot and Shoe Manufacturers’ NRA 
Code of Fair Competition giving to the 
National Boot and Shoe Manufacturers’ 
Association a monopoly of trade shows 
on an entrance fee basis, the trade 
might assume that there will this year 
be no entrance fee charged. 

“In the meantime, the National Re- 
covery Board, to whom we had appealed 
for exemption, has recommended to 
President Roosevelt that this monopolis- 
tie section of the Boot and Shoe Manu- 
facturers’ Code be entirely stricken out. 
No action on this recommendation has 
as yet been taken by the President as 
far as we can learn, so that the original 


| announcement that THERE WILL BE 


NO PARTICIPATION FEE FOR 
THIS YEAR’S BOSTON SHOW FAIR 
is now effective. 

“Notwithstanding the unexpected and 
unjust expense to which our association 
has been put in this situation, our FIF- 
TEENTH ANNUAL BOSTON SHOE 
FAIR will be carried out on the same 
high standard as heretofore. The trade 
will be our association’s guests, without 
charge, on this occasion. 

“The hospitality courtesies for visit- 
ing shoe buyers will this year be under 
the independent sponsorship of the Bos- 
ton Shoe Travelers’ Association and will 
include the usual harbor cruise and 
shore dinner at Pemberton.” 


Shoes A La Carte 


NEWBURYPORT, MaAss.—Shoes and 
slippers on one side of the store, and 
clams and lobsters on the other side— 
that’s a new idea in merchandising 
here. After a dinner of fried or 
boiled, go over to the shoe department 
and get fitted to a pair of slippers or 
sport oxfords, or buy a pair of soft 
soles to fetch home to the baby, or a 
leather bag or a pocketbook for the 
youngster. Shoes are stacked on dis- 
play stands with other merchandise of 
the gift shop, novelty and gadget class. 
Folks motor out to the restaurant for 
dinner or supper, and return with new 
shoes as well as clams or lobsters. If 
one wishes to buy as he, or she, eats, 
the waitress will show shoes on the 
tray after serving food from the tray. 


William Levinger Transferred 


AMBRIDGE, Pa.— William Levinger, 
who has been identified with the local 
store of the G. R. Kinney Shoe Co. for 
more than four years, has been named 
manager of the company’s store in Oil 





City, Pa. 


son;secretary of the New England Shoe - 
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GRIFFIN’S POLISII 
FITTING STOOLS 
SHOE ORNAMENTS 
SHOE STORE 
NOVELTIES 


SHOE TREES 
WALKEZE 
VAMPEZE 

PULLMAN SLIPPERS 


4 


FRANK BLACKMER CO. 


598 ATLANTIC AVE. BOSTON, MASS. 











Correction 


In a number of recent issues of Boot 
AND SHOE RECORDER, the address of 
Juvenile Shoe Corporation was errone- 
ously listed in the Advertisers Index 
as Carthage, Mo. The correct address 
of this firm is St. Louis. 


Los Angeles Style Angle 


Los ANGELES, CAL.—AlIl set for an 
increased Fall volume Paul Kirsh, new 
buyer of style shoes for the women's 
shoe department in the J. W. Robinson 
Company store, sees dark brown in 
neutral shades claiming a big place 
with the choice dressers. Blacks are 
due for their normal amount of promo- 
tional effort. There will be some de- 
mand for blues due to the fact that 
many women have blue costumes which 
have outworn blue shoes bought earlier 
in the year. 

Reverence is to be paid to tailored 
effects and sport effects. Eyelet shoes 
will run a little higher in cut with a 
few 5-eyelets breaking into the lime- 
light. Pumps due for Autumn promo- 
tions also have a tendency toward 
higher built-up effects. This is ac- 
complished by tongues, etc. 

Smart-strap effects are not going to 
be relegated to the attic by any means, 
but a strap to go over will have to 
show unusual treatment. 

As to materials top score will go to 
suede, with kid playing in as a runner- 
up, while daytime fabrics, especially 
gabardines, may be expected in Robin- 
son windows in large numbers for 
early promotions. Grain leathers, such 
as crushed kids and crushed calves, are 
to be recognized in sport shoes and to 
some extent in pattern emphasis on 
shoes in the higher brackets. 

The price levels prevailing during 
the Summer are due to hold firm at 
Robinson’s during the Autumn, the 
range in Mr. Kirsh’s department hitting 
bottom at $8.50 and top at $18.50. 
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<a At SIGNS point to a season of Pyraheel” is available in all the new- 5 SELLING ADVANTAGES 
sharp contrasts. The smartest __ est fall colors, simulated in the latest FOUND ONLY IN 
a shoes combine shiny leathers with dull _ textures, both dull and shiny—kid, “PYRAHEEL” 
gg leathers in all the new shades as well _ calf, mandrucca, ripple finishes, built- 1. PYRAHEEL will not 
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Follow 


heel covering for their smartest shoes. 


Cool and Smart—White Kid Tie Pumps, Scuffless Heels—Courtesy I. Miller 


Ate. 4 5. rat ort 


Mihions fob alh IN THE 








mented to the wood, it helps 
to prevent broken heels. Is 
lighter in weight. 

4. PYRAHEEL can be 
adapted to fit any style or 
type of shoe ensemble. 


5. PYRAHEEL is a supe- 


rior heel cover. Is better for 


~ PYRAHEEL 


m at REG. U. S. PAT. OFF. 


high grade shoes . . . better 
for moderately priced grades 
the too. 


thing MAKES SHOES EASIER TO SELL 


When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


© . * e 

















SALESMEN WANTED 


SALESMAN WANTED 











An Opportunity Te Go 

Into Business 
Large shoe concern in Middle- 
west has exceptional opportu- 
nity for young men with A-l 
character, ability and small cap- 
ital to invest in operating 
Women’s Shoe Departments. 
If interested, give full particu- 
lars regarding previous experi- 
ence and reference. 

dress D-774, care 


Ad 
BOOT & SHOE RECORDER 
1627 Locust St., St. Louis, Mo. 








SALESMEN 
TAKE NOTICE: 


An unusual opening for real live-wire repre- 
sentatives in the following established terri- 
tories: MARYL , WASHINGTON, 
D. C., VIRGINIA, NORTH CAROLINA, 
SOUTH CAROLINA, ALABAMA, 
GEORGIA. 

If you are the top notcher in any of these 
territories—this is your opportunity for a 
p tion with New York’s 
argest in-stock Women’s Novelty House. 


CRESCENT SHOE COMPANY 
Duane St., New York City 














WANTED: Side line representatives to carry 
the practical “Step Rite” line of interme- 
diate creeping and first walking shoes. Good 
territories open. Line short, approximately 
thirty shoes. Market wherever infants’ shoes 
are sold. Commission 10%. If you know 
your trade, write C. H. Hawkes & Son, Roch- 
ester, N. Y 


ALESMEN wanted with established territory 

to carry as side line on commission basis, 
full line of ladies’ and men’s leather and soft 
sole house slippers. State territory covered 
and lines now carried. Liberal commission. 
Address D-766, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








ALESMEN wanted in every state to sell to 

retail shoe stores complete line of polishes 
and dressings to retail for ten cents. Address 
D-771, care Boot & Shoe Recorder, 239 West 
39th Street, New York, # 





ANTED — Salesmen on straight commission 

basis, to carry in-stock Infants’ Prewelts. 
Good territories open. Give references. Ad- 
dress D-773, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


ALESMAN tto carry as side line popular 

priced line of padded sole slippers for men, 
ladies, boys and children. Open stock, commis- 
sion basis. All territories open. Address D-777, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





HREE salesmen wanted — Large manufac- 

turer’s line Men’s and Boys’ Shoes instock— 
$3 to $6 retailers. Commission basis. Terri- 
tories open—New Jersey including Philadelphia, 
Greater New York and Long Island, West- 
chester, Connecticut and Massachusetts. Ad- 
dress D-779, care Boot & Shoe Recorder, 279 
West 39th Street, New York, N. Y. 








POSITION WANTED 





LINE WANTED 
Strong representation in Metropolitan New 
York area for men’s, women’s and children's 
shoes open to live manufacturers of popular 
riced goods. Show room and office at 2))0 

urch Street; successful sales record in 

this section for past 18 years. References 
exchanged. 

FAERBER-STEIN 

200 Church Street, New York 











ALE: MAN—with large following open for 

line of shoes. New York State west of 
Albany. Travel by auto. Reliable reference. 
Addiess D-767, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





HOE line wanted. Pacific Coast. What have 
you? Well acquainted and know shoes. Sat- 
isfactory references. Now traveling for one of 
the best men’s $5.00 lines and want a com: 
erin line. Women’s preferred. Adiress 
. M. C., Apt. B, 169 So. 10th St., San 
Jose, California. 








SHOE BUYER WANTED 








SHOE BUYER WANTED 
FOR CHICAGO CHAIN 


Experienced and acquainted with 
chain store methods. Age preferred 
25 to 35. State full particulars in first 
letter. Address D-775, care Boot & 
Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 

















XPERIENCED salesman—Shoe findings and 

shoe dressings. Acquainted with Canadian 
territory and all states west of Indiana. Will 
locate anywhere. A-1 references and sales rec- 
ord. Address: Mr. W. E. Nissen, 4145 Broad- 
way, Chicago, III. 








ALESMEN WANTED. Middle-west manu- 

facturer of popular priced Children’s and 
Growing Girls’ shoes. Has the following terri- 
tories open for experienced salesman with fol- 
lowing—Ohio, New York, Pennsylvania. Give 
full details regarding yourself and references. 
7% commission. No drawing account. Address 
D-776, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


“WANTED TO LEASE 


OMEN’S Shoe Departments in Specialty or 

Department Stores, by chain operator, featur- 
ing popular priced footwear. Towns of 30,000 
and over in Middle West. Address D-778, care 
Boot & Shoe Recorder, 1627 Locust St., St. 
Louis, Mo. 








WANTED TO PURCHASE 


WANTED to purchase: 15 or 20 high grade 
used individual shoe store chairs, window fix- 
tures and floor covering and other high grade 
shoe store equipment. Address Box 1131, Wil: 
mington, Cc. 











FOR RENT 


PLENDID retail shoe room. Best location, 
Zanesville, Ohio. Up-to-date front and shelv- 

i, Low rent. Hunter, Zanesville, 
io. 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 wofds. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. @ 


Minimum charge 








When writing advertisers please mention Boot and Shoe Recorder 
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~~ WANTED TO PURCHASE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








WE BUY 
we Wholesale and Retail 
Also Branded Shoes such as 
Florsheim, Enna-Jettick, Vital- 
Seen Queen Quality, Bos- 


IRVIN RUBIN 
“The House of Jobs”’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New Yerk City 








POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 


—BUY FOR CASH— 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Lesses assumed Transactions confidential 





od BOW MAKERS OF AMERICA, INC. & 
58 N. 4th ST.—PHILADELPHIA 


PLAIN - SMART - CHIC 
THE ARISTOCRAT 


The under bow, but partly revealed, 
ives that required touch. _ 
an had in patent and white, 
matt kid and white, brown and blue 
glazed kid and white, all suede 
colors and white. 


$2.40 Per Doz. Pairs 


a * 

















Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from mnufaeturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 

















Features of Nappy Stock 


Boston, Mass.—‘“There are two 
notable features of the nappy stock 
that’s called suede or other names” says 
a tanner thereof, “and one is the way 
that the men’s trade is taking to shoes 
of nappy leathers for Fall, so doing 
after several years of struggle to get 
men to wear anything of the suede sort 
of leathers. The reason, in so far as 
I can learn, is that men did not like to 
wear suede shoes because women were 
already wearing suede shoes. But now 
we have mannish suede leathers for 
men’s shoes, and that has won over a 
lot of men to the nappy leather. 


“The other notable feature of these 
leathers,” continued the tanner, “is the 
demand for service suede leathers from 
those makers of women’s shoes who are 
going to make up a lot of sport style 
shoes for street wear. As I understand 
it, these shoes are to be worn with 
woolen socks when the frost gets on 
the pumpkin, and as woolen socks are 
substantial it will take substantial 
suede leather to go with them. 


“With dress suede leather most every 
body is familiar, it being a supple stock 
of a silky nap and, usually, the finer 
the nap the finer the shoes. I’ll crack 
a wheeze—it’s all in the nap.” 


Opens New Shoe Department 


RENTON, WASH.—A new shoe de- 
bartment has been recently opened by 
Mrs. Muriel Raymond, proprietor of 
the Emporium Department store. The 
complete line of Brown-built shoes will 
be carried. Windows on Third Avenue 
and on Main Street carry displays of 
Brown-built shoes on to the two thor- 
oughfares. 





Quality POMPOMS 
for SLIPPERS 


also various kinds for any 
ornamentation. 
Skilled makers . Established 1918 


THE POMPOM SHOP 
337_RIVER ST. HAVERHILL. MASS. 
= STI 











HOTELS 








Convenient to the Shoe District 





The NEW 


TOURAINE 


Corner Tremont at Boylston St. 





% Newly improved and 
refurnished. 


% Now restored among 





Boston’s leading hotels. 
SINGLE ““;.n" $3.00 
DOUBLE “om $4.50 











* New Summer Restaurant. 
Dinner and Supper Danc- 
ing. Garage _ Service. 
Choice Sample Rooms. 





Louis P. LaFranche, 
Treasurer 


Emile F. Coulon, 
President 











Gives Advertising Advice 


Des MorneEs, IowaA—Walter S. Arant, 
proprietor of DeArcy’s and executive of 
the Panor Shoe Stores, says that lazi- 
ness of human beings make the work 
of the advertiser difficult, for they will 
not read far into a dull advertisement 
to see what it is all about. He advised 
his hearers to use the unusual appeal 
to arouse interest. 





NEWEST DISPLAY FIXTURES 


Stools, complete line of SHOE STORE 
SUPPLIES. Serving the trade since 
1900 with the right goods at the right 
prices. See us when at the show or 
write. 
CAPITOL SHOE FINDINGS CO, 
P. N. Prenovitz) 

25 Lincoln Street, Boston, Mass, 








SIX SHELF 
DISPLAYER 


Your chil- 
dren’s shoe 
display will be 
greatly en- 
hanced with 
this unit. 
Note how 
well six styles 
can be shown 
in the space 
usually occu- 
pied by one 
stand. 
Excellent for 
men’s and 
women’s 
shoes, too. 


ALL OVER 
BIRDSEYE 
MAPLE 
EBONIZED 
EDGES 
HEIGHT 
39 INCHES 
SHELVES 
542 x8 
INCHES 
SIX INCHES 
APART 


$5.00 © 


EACH 


Arrow Decorating & Fixture Co. 
Display Fixture Manufacturers 


34 N. FOURTH ST., PHILADELPHIA, PA. 

















Kidding The Kids 


SALT LAKE City, UTAH—‘“‘We con- 
sider it just as important to cater to 
the child in our department,” declares 
S. M. Soloman, buyer for the Paris 
Store’s shoe department, 28 East Broad- 
way, “and we find that the child re- 
sponds just as favorably to a little 
special attention as does the adult. We 
always give each child coming into the 
department a package of lifesavers—it 
isn’t the cost of the candy that counts 
—it’s the good will of both the child 
and parent built up by it. In nine cases 
out of ten the child will point you out 
to his mother as being the “man who 
gave me candy,’ and his boosting for 
you when his mother is buying him 
|more shoes increases sales in your de- 
partment. We often tell them to guess 
which hand we have the candy in and 
they may have it, but we always have 
it in both hands so no matter which 





they guess they can’t go wrong!” 
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a. MEN’S SES CHILDREN’S Boys’ 
; 4 AAA to G VITALIT Widths and Si AtoE 
Sizes 2to11 $6 Sizes 5 to 14 wala Sizes 1 to 6 
Eraresne Sevles $5 and $6 $2 to $5 $4 and $4.50 
Vitality Thrift Grade Shoes for Men and Women .. . $5.00 


N keeping with a steady march 
| progress Vitality Health 
Shoes herald the season ahead 
with a broader selection of styles 
and a more comprehensive range 
of widths and sizes In-Stock, than 


ever before. 


Surpassing all previous successes 
in interpreting the trend, a line, 
unusually versatile and well bal- 
anced in highly saleable shoes has 
been created. Lasts have been add- 
ed throughout the line for new 
popular demand and the scope of 
sizes and widths as well as styles 
for the In-Stock department sub- 
stantially broadened. 


The same vigorous promotion 
that has regularly characterized 
the advertising of Vitality Health 
Shoes will be continued, and ade- 
quate mark-up for the dealer is 
provided with real quality care- 
fully assured. 


VITALITY SHOE COMPANY, St. Louis 


Branch of International Shoe Co. 


Nationally Advertised in VOGUE © LADIES‘ HOME JOURNAL © McCALL'S © GOOD HOUSEKEEPING PHOTOPLAY 





























or are still about a million pairs of white kid shoes to be sold ata 

profit before the curtain goes down on the Summer of 1934. Disregard 
the clearance prices of competitors. The majority of women cannot afford 
to buy everything they need for the summer in one fell swoop. The week 
before a vacation starts; a wedding or other dress-up event occurs, 
women and girls will be eager to secure desirable styles and proper 
fitting in white kid shoes; glad to find what they essentially need and 


pay the regular price for it. 








These manufacturers can 


Numbers of Models 








supply you with white kid IN-STOCK Retail Selling Price 
shoes from stock. In July In August 

Brauer Bros. Shoe Co., St. Louis, Mo. 2 2 | $5 to $6 
Brown Shoe Co., St. Louis, Mo. 10 5 || $2.95-$4-$5 
Carmo Shoe Mfg. Co., Carthage, Mo. 4 $4 and $5 
Cincinnati Shoe Co., Cincinnati, O. 4, $3.95 

W. B. Coon Co., Inc., Rochester, N. Y. 10 10 | $7to $10 
Craddock-Terry Co., Lynchburg, Va. 8 8 | $3-$4-$5 

W. T. Dickerson Co., Columbus, O. 15 $8.50 to $10.50 
W. L. Douglas Shoe Co., Brockton, Mass. 14 $5 and $6.50 
Irving Drew Co., Portsmouth, O. 6 6 | $5 and $6.50 
Endicott-Johnson Corp., Endicott, N. Y. 15 6 | $3 and $4 
Gregory & Read Co., Lynn, Mass. 2 $5 and $6 
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OU can certainly size-up or re-order white LEVOR kid shoes now with 

confidence of profitable turn-over of your new stock. Remember that a 
brand new pair of white kid shoes is indispensable to the vacationist 
and a vast number of girls take their vacations in late July and August. 














These manufacturers can Numbers of Models 
supply you with white kid IN-STOCK Retail Selling Price 
shoes from stock. - In July In August 
Chas. Meis Shoe Co., Cincinnati, O. 12 $4. 
P. W. Minor & Son, Inc., Batavia, N. Y. 8 $6-$7-$8 
Morse & Molloy Shoe Co., Manchester, N. H. 2 $4. 
Paramount Shoe Mfg. Co., St. Louis, Mo. 1 $4.95 
Selby Shoe Co., Portsmouth, O. 
Arch Preserver 5 $9 to $10.50 
Tru-Poise 5 $8 
Styl-Eez 5 $6 and $6.50 
G. Edwin Smith Shoe Co., Columbus, O. 16 | $3.95 and $4.45 
Stetson Shoe Co., So. Weymouth, Mass. 5 $10.50 and $12 














G@. LEVOR & GO., ING. 


Tanners over 58 Years 


"TES WHITEST WHITES” 


GLOVERSVILLE NEW YORK 





5 
Oo) . 
ROO ION 


SESS Sar Oe SSE SON OO ENN RE IPS ON IN ANS CE 


PRACTICAL 
and SMART 


The UCO Lockstitch Process 
provides many improvements 


in the art of shoemaking. 


This modern SEWED SHOE 


combines true flexibility, trim 


appearance and foot comfort. 


nee 
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— LOCKSTITCH 

















Their growing popularity 
is significant 


Lightweight 

insoles and outsoles 
Thin shanks 
Close edges 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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What every merehant should know 








HE AMERICAN WEEKLY is the “ace 
Ter spades in the advertising deck.” 
It is the highest advertising card a 
manufacturer can play to increase the 
sale of his product in your store. With 
more than 5,500,000 circulation, this 
Mighty Magazine reaches more than 
one out of every five families in the na- 
tion. Your share of these families live in 
your trading area. Make them your 
customers by featuring the products 
they know about and want. 




















The American Weekly—what it is 


@. The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 
total circulation of more than 5,500,000. 


In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 


-.. and, in addition, more than 1,885,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 
= WEEK LY 


“The National Magazine with Local Influence’ 
Main Office: 959 Eighth Avenue, New York City 
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Boston Shoe Fair Visitors 


are cordially invited to our exhibits at 
the Hotel Statler and at our Boston 


office, 140 Federal Street. 


@ The latest developments in shoe 
construction will be shown in rooms 
W716 and W718 at the Hotel Statler and 


in room 614 at our home office. 


@ Visitors are also invited -to room 
700 to inspect our footwear museum, 
the largest of its kind in the world. ~ 


July 9, 10, 11, 1934 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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GOAT GRAINS 
WILL GO TO. THE GAMES 


x 


The first things they'll buy this fall will be costumes for foot- 


ball week-ends. They'll want shoes that can “take it”, for 
the walk from car to stadium, but shoes that are light enough 


for tea dancing after the game. 


We suggest two new goat grains in “crushed” effects: 


MOCRA * RINKA 


\é 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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22 ONI 


SHETTE 


for Matable. (ale 
RY: 


Tags supplied to identify 
genuine washable calf. 


An original, exclusive tannage of calf perfected 
by OHIO. Shape-holding and mellow. 


When you specify Washette Calf be sure that 
you get it in the shoes you order—for like all 
excellent products, it has its imitators. 


With Washette you can build a sound repeat 
business with professional footwear used by 
nurses, beauty operators, teachers, doctors 
and dentists, waitresses and all who want a 
white shoe that is easy and economical to 
keep sparklingly clean. 

And with Washette in colors or white for 
"sports wear" or for dress, you have a selling 
feature distinctive over all others. 
Manufacturers’ names using Washette will be 
sent on request. 

The simple use of soap and water will remove 
stains and leaves the original surface spick 
and span. 


A COMPLETE SERVICE IN FINE CALF LEATHERS 
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